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To Be Metropolitan 
Life Executive V-P 


George P. Jenkins Named 
Financial V-P; Both Posts 
Vacant In Past Two Years 


NEW YORK—Gilbert W. Fitzhugh 
has been appointed executive vice- 
president of Metropolitan Life, and 





Gilbert W. Fitzhugh George P. Jenkins 


George P. Jenkins has been appointed 
financial vice-president. 

George R. Berry has been appointed 
vice-president and general manager of 
Canadian operations, succeeding Mr. 
Fitzhugh, and John E. Neal will suc- 





John E. Neal George R. Berry 


ceed Julius O. Klein as vice-president 
at the Pacific Coast head office. Mr. 
Klein is retiring at the end of this year. 

The post of executive vice-president 
has been vacant sinee its last previous 
holder, Cecil J. North, became presi- 
dent Nov. 1, 1959. The last previous 
financial vice-president was Harry C. 
Hagerty, who became vice-chairman 
on the same date. 

Mr. Fitzhugh joined Metropolitan in 
1930. He became an assistant actuary 
in 1939 and was made assistant gen- 
eral manager of the Canadian head 
office in 1946. In 1948 he returned to 
the home office as 3rd vice-president 
in the group division and was ad- 
vanced to 2nd vice-president in 1953. 
He served as vice-president in charge 
of long-range planning and develop- 
ment from 1958 until his appointment 
as vice-president and general manager 
at the Canadian head office in 1960. 
He is a director of the Montreal 
Trust Co., a member of the finance 
committee of the Victorian Order of 
Nurses and has served on the board 
of governors and various important 
committees of Society of Actuaries. 
(CONTINUED ON PAGE 22) 
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Gilbert W. Fitzhugh Winter Meeting Of NAIC Has 


Misrepresentation 


Full Agenda, Attendance Of 1,500 Damages Upheld In 


By JOHN BURRIDGE 


DALLAS—There have been winter 
meetings of National Assn. of Insur- 
ance Commissioners at which the most 
eventful item on the agenda was the 
meeting of the Passe Club, but this 
year’s session had an agenda crammed 
with matters of import on which some 
decision will have to be made. Indica- 
tive of the seriousness with which in- 
dustry looked on this convention was 
the attendance of 1,500, at least 300 
more than expected and enough to 
bring facilities of the Adolphus Hotel 
close to breakdown. The lobby was so 
crowded with industry and its regu- 
lators that passage from meeting to 
meeting was a major effort on Mon- 
day when the subcommittees were 
holding three sessions simultaneously 
all day long. 

A number of the subcommittee meet- 
ings produced heated debate and/or 
constructive action or information. This 
included the areas of fire and casualty 
rate regulation; guaranty funds for in- 


N.Y. Managers Will 
Honor Schriver At 
Their Annual Dinner 


NEW YORK—Lester O. Schriver, 
who will retire at the end of this year 
as executive vice-president of NALU, 
will be the guest of honor at the an- 
nual dinner of New York City Life 
Managers Assn. Dec. 11 at the Hotel 
Astor. | 

James A. Byrd, NALU associate ex- 
ecutive vice-president, who will suc- 
ceed Mr. Schriver, will be the princi- 
pal speaker, his topic being “Agents— 
General and Otherwise.” 

Many top officials of the New York 
department and home office repre- 
sentatives will be at the dinner. 


IRS, Companies Meet To 
Iron Out Differences In 


Tax Act Interpretation 

Internal Revenue Service officials 
and life insurance company officers in 
a recent meeting reviewed important 
controversial questions concerning in- 
terpretation of the life insurance com- 
pany tax act of 1959. 

Mortimer M. Caplin, Internal Reve- 
nue Service Commissioner, said that the 
meeting was a pilot project in a pro- 
gram that will be extended to other 
industries, the purpose of which was to 
“identify and eliminate, to the extent 
possible, those areas which may be 
subject to controversy to the end that 
voluntary compliance will be the key- 
note of the relationship between IRS 
and the life insurance industry.” 


Election, Installation Slated 
Indiana Home Office Underwriters 
Assn. will hold its annual election and 
installation of officers at the Athen- 
aeum in Indianapolis on Dec. 13. 





Solvencies; possibility of reciprocity 
among states for agent licensing; the 
catastrophe formula in EC rates; con- 
flict of interest (a subcommittee meet- 
ing that set a record for attendance); 
and cost plus-stop loss-no claim re- 
serve group insurance. The latter was 
hotly contested among the industry 
people, with evident high feeling; but 
all hands seemed agreed and relieved 
that the temper of the debate had 
cooled considerably since the last time 
the issue was discussed. 


No Action At Press Time 


Action on subcommittee recommen- 
dations had not been taken by press 
time, and the remarkable amount of 
material coming out of the subcommit- 
tees threw the printing of reports be- 
hind the ordinary pace. Some credit 
for the unusual activity of the sub- 
committees goes to Commissioner T. 
Nelson Parker of Virginia, president 
of. NAIC, who held a special meeting of 
committee chairmen a few months ago 
at Chicago and obtained from each 
some idea of what the committees were 
doing. This stimulus had its effect. 

Several new matters were discussed 
at the meeting of the examinations 
committee. Frank Sullivan of Kansas 
is chairman. 

In line with a recommendation of 
the Gerber subcommittee on fire and 
casualty rate regulation, the commit- 
tee considered initiating examinations 
of advisory and rating organizations. 
No comment was made on the proposal 
by industry or by the committee mem- 
bers, the matter going over to execu- 
tive session. 

Martin Raynoha of Wisconsin 
brought up a question from Zone 4, 
pointing out that the examiners’ hand- 
book calls for calculating interest on 
mortgages at the end of the account- 
ing period on a gross basis, but a num- 
ber of companies are reporting, as per- 
mitted by the annual statement, on a 
net basis. Examiners should criticize 
this in an examination, he noted. How- 
ever, because so many are doing it, 
Mr. Raynoha felt the net basis report 
should be made permissible. 

George Horowitz of Massachusetts 
discussed the problem of examination 

(CONTINUED ON PAGE 25) 


Knox-Anderson Case 


Federal Appeals Court 
Specifically By-Passes 
Fiduciary Duty Question 


SAN FRANCISCO—The ninth cir- 
cuit court of appeals here on Monday 
upheld the $25,809 damage award 
against J. Leland Anderson on allega- 
tions of misrepresentation in the sale 
of a bank-loan plan to Roger I. Knox 
of Hawaii. 

The award was made in 1958 by the 
federal district court at Honolulu. It 
consisted of $13,309 for out of pocket 
loss, $2,500 for mental suffering and 
$10,000 punitive damages. 


Decision Is Unanimous 


The decision of the three-judge ap- 
peals court was unanimous. 

The appeals court cleared up a point 
that has bothered a good many life 
insurance people. Federal Judge Mc- 
Laughlin in Honolulu had referred in 
his opinion to the defendant’s duty to 
disclose material information and facts 
“which defendant was under a duty to 
disclose to plaintiff because of the re- 
lationship of trust and confidence 
which existed between plaintiff and 
defendant and the superior knowledge 
of the defendant.” Similar language 
appeared in Judge McLaughlin’s con- 
clusions of law, where he referred to 
“a relationship of trust and confidence 
which existed between plaintiff and 
defendant.” 

But, the court of appeals ruled out 
the fiduciary aspect, saying, “However, 
we find it unnecessary to inquire 
whether a fiduciary relationship did 
exist between Anderson and Knox. 
We assume that it did not, for it is 
plain that Anderson was the agent 
of the insurance company and as such 
agent he endeavored to make a sale to 
Knox, who must have understood that 
he was dealing with an agent of anoth- 
er party.” 

The appeals court concentrated on 
whether the surrender of policies and 

(CONTINUED ON NEXT PAGE) 





During passing 
of the gavel cere- 
mony of Hartford 
Life Underwriters 
Assn. are, from 
left, Commissioner 
Alfred N. Premo; 
Hap Bush, Natio- 
nal Life of Ver- 
mont, incoming 
president of the 
association; Eu- 
gene M. Thore, 
vice-president and 
general counsel of 
Life Insurance 
Assn. of America, 





speaker at the meeting, and Donald W. Heatherington, Sun Life of Canada, 
outgoing president. Mr. Heatherington is being transferred to Sun Life’s home 


office. 
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the purchase of a bank-loan plan “was 
a suitable plan for plaintiff and his 
family and fitted their needs.” 

“It is our opinion,” the court said, 
“that the evidence before the trial 
court warranted its findings that there 
was such a representation of suitabili- 
ty and that such representation was 
not true in that the insurance pro- 
gram sold to Knox was in fact not a 
suitable one in view of all the facts 
then existing with respect to him— 
his income, his financial condition, his 
prospects, his family and his prospec- 
tive needs.” 

Mr. Knox at the time of the sale 
had a salary of $8,100 a year, and he 
bought through Mr. Anderson $100,- 
000 on his own life and $50,000 on his 
wife’s. At the time Mr. Anderson was 
a Los Angeles Agent of New York Life, 
but it was not joined in the suit. 

A more detailed account of the 
opinion will be carried in next week’s 
issue, as will an analysis of probable 
effects, if any, on life insurance selling 
methods in the ninth circuit and pos- 
sibly elsewhere. 


New Pension Program 
Explained To Agents 


Massachusetts Mutual is conducting 
a series of pension sales meetings 
throughout the country. At the home 
office meeting the highlight was an 
explanation of the new pension se- 
curity program, which includes a series 
of individual policies designed for 
qualified pension and profit sharing 
plans. 

Features of the new policies are: 
lower premium rates; a new dividend 
structure based on the changed tax 
situation on qualified plans; reduced 
loading on conversion costs into retire- 
ment benefit under combination plans; 
liberalized provision for continuation of 
insurance when retirement is deferred, 
and a more favorable commission 
schedule under guaranteed issue pol- 
icies. 

The company has also liberalized de- 
posit administration group annuity 
purchase rates and interest guarantees. 

A complete new kit of sales aids and 
training material is being introduced 
at the sales sessions. 

The meetings are being held at New 
York City, Cleveland, St. Louis, 
Chicago, Atlanta, Dallas and San 
‘Yrancisco. Speakers are Walter L. 
tGrace, associate actuary; William R. 
Massidda, assistant director of group 
pensions; George W. Denton, manager 
of pension trust sales, and John J. 
Sullivan Jr., agency assistant. They 
will be assisted by several members 
of the field force conversant in pen- 
sion sales. 


Peoples (D.C.) President's 
Month Drive Sets Record 


The field force of Peoples Life of 
Washington, D.C., in a sales campaign 
honoring President William T. Leith, 
produced $20,721,379 of prepaid ordi- 
nary business in October, a _ record 
$9,592,276 more than the October 1960, 
drive. Total new ordinary life business 
written in the campaign was more 
than $23 million. 


Dr. Gubner Addresses 
Eastern Life Claims Men 


Dr. Richard E. Gubner, medical dir- 
ector of the diagnostic services division 
of Equitable Society, was the speaker 
at a luncheon of Eastern Life Claims 
Conference. 

Dr. Gubner is president of the medi- 
cal board of Kings County Hospital 
Center. 


HeNATIONAL UNDERWRITER. 
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Per-Inquiry Cost 


Put At 20 Cents 


With Replacement Clearing House 


The following is adapted from a talk 
given at the annual meeting of New 
York City Life Managers Assn. 


By ROBERT B. MITCHELL 


Many plans for curbing the alarm- 
ing wave of policy replacements have 
been advanced, but it seems to me that 
by far the best of the proposed en- 
forcement measures is the central 
clearing house or information bureau, 
to which sales would be reported and 


NEW OFFICERS 


President—E. Lloyd Mallon, Massa- 
chusetts Mutual. 

Vice-president—Arnold Siegel, Uni- 
on Mutual. 

Secretary-Treasurer—Henry 
Barnhurst, Provident Mutual. 

Directors—Charles E. Drimal, Penn 
Mutual, David B. Fluegelman, Con- 
necticut Mutual, 
John S. Gaines, 
New York Life, Al- 
fred H. Winston, 
United States Life, 
Charles J. Buesing, 
Mutual of New 
York, Harold A. 
Loewenheim, 
Home Life of New 
York, Benjamin D. 
Salinger, Mutual 
Benefit Life, and 
Gerald H. Young, 
Prudential. Board 
members ex-officio as chairmen of 
standing committees, Robert V. Mc- 
Williams, Aetna Life, Milton Weiner, 
Equitable Society, John A. Newman, 
National of Vermont, and Hans M. 
Guenther, Fidelity Mutual. 
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from which a company threatened 
with a policy surrender could find out 
if a sale had been made to the policy- 
holder at about the same time. 
The main objection raised against 
such an information bureau has been 


cost. Doubts have also been expressed 
on the score of possible anti-trust 
law violation. 

I believe neither of these objections 
is valid, but first let me explain why 
a clearing house is necessary at all and 
why the job can’t be done in some 
less expensive way. 

Some very tough anti-replacement 
regulations have been adopted in 
about a dozen states and are pending 
in others. But the basic trouble with 
all of them is that they depend on the 
replacer and the buyer admitting that 
a replacement is involved. The re- 
placer has everything to gain by con- 
cealing the replacement angle. If he 
admits there is to be a replacement, 
the home office may ask him a lot of 
questions and thereby delay issuance 
of the policy. Maybe the policy 
wouldn’t be issued at all. Maybe he 
has a well-founded feeling that the 
home office doesn’t mind getting re- 
placement business, as long as it isn’t 
officially informed of its character. 


Pull Out The Rug 


Moreover, if the prospect can be sold 
on conniving at the concealment of 
the replacement—and it seems fairly 
easy to do—he has thereby pulled the 
rug out from under himself in case he 
should later decide to complain against 
the replacer. The replacer can say, 
with wide-eyed innocence, “How did 
I know he was going to drop one of 
his policies later on He didn’t men- 
tion it when I talked to him, and you 
can see he didn’t say anything about 
it in the replacement question in the 
application.” 

What is needed is not something 
that will show up merely an isolated 
instance of suspected replacement 
that probably can’t be proved. We 
must actually lay bare the “M. O.” 
or pattern of operation of the pro- 
fessional replacer as illustrated in a 
dozen or so of his cases. In any single 

(CONTINUED ON PAGE 20) 





NALU Names Three 


More Unit Chairmen 


WASHINGTON—Additional com- 
mittee chairman named by President 
R. L. MeMillon of NALU are Thomas R. 
Buchanan, agent of New York Life, 
Arlington, Va., affairs of veterans and 
servicemen; Robert S. Clayton, man- 
ager Liberty National Life, Mobile, 
Ala., growth research, and Laura M. 
Benham, agent of Prudential at Ni- 
agara Falls, N. Y., women underwrit- 
ers. 

The appointment of Lewis C. Yount, 
Prudential manager at Seattle, as 
chairman of the public service award 
committee was mentioned in the re- 
cent announcement of the formation of 
that committee. 


Met Opens 20th-Year Bond Drive 

Metropolitan Life has begun a two- 
week campaign to commemorate the 
20th anniversary of U.S. savings bonds 
(series E) drives. The company is 
urging home office employes to pur- 
chase government bonds through the 
payroll savings plan, which the Metro- 
politan was one of the first to introduce 
in 1941. Since the program began Me- 
tropolitan employes have purchased 
more than $56 million (maturity value) 
of the securities. 


Passe Club Holds 
Memorable Meeting 


Passe Club International, the ex- 
commissioners organization, held an- 
other memorable meeting during the 
NAIC convention in Dallas. J. Edward 
Day, U.S. Postmaster General, former 
Illinois director, was guest speaker, 
and Commissioner Emeritus William 
A. Sullivan of Washington finally was 
initiated. These events alone would 
have made the meeting, but John Lloyd 
as presiding officer and Howard Brace 
as chairman of inductions performed 
superbly in their offices and made this 
an altogether exceptional interlude. 


Keynote Is Fun 


The idea of Passe Club is fun. No 
business is permitted, even during the 
cocktail period that precedes the lunch- 
eon. The standards of wit revolve 
around “strengthening” the member- 
ship, but it takes inventiveness to harp 
on this subject alone year after year 
and provide entertainment that is 
fresh. Mr. Lloyd, former Ohio superin- 
tendent and now president of Union 
Central Life, handled his job without 
a slip, introducing the head table and 
Mr. Day in truly professional style. 
The roll call by Mr. Brace, now re- 
tired from Occidental Life of Califor- 
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nia, was in keeping with the level of 
performance that established him a; 
the outstanding sober-faced humorist 
in the insurance business. Mr. Brace 
is the former Supreme Secretary of 
Passe and was filling in for the current 
office holder, J. R. Maloney, San Fran. 
cisco attorney, who was trying a lay. 
suit. 

Mr. Day had a prepared text that 
was larded with post office statistics, 
but happily he didn’t follow it. In. 
stead he used some of the best ma. 
terial from the many talks he makes 
about the country and commented ex. 
temporaneously on his insurance rela. 
tionships from his days in Illinois ang 
with Prudential. 


Jack C lay, Deputy 
For 4 Years, Named 
Mo. Superintendent 


Jack Clay of Cape Girardeau, for 
the past four years deputy state super- 
intendent of insurance under C. Law- 
rence Leggett, who resigned last month, 
has been named superintendent of 
insurance of Missouri. Mr. Clay has 
been acting superintendent since Mr. 
Leggett resigned. George D. Young as- 
sistant secretary-treasurer of Transit 
Casualty of St. Louis and a former 
state representative, previously had 
been named superintendent by Gov, 
John M. Dalton, effective on Nov. 15, 
but as a captain in the Air National 
Guard of Missouri he had been called 
to active duty and presumably has 
been unable to obtain release from his 
army duties. The Clay family has a 
general insurance agency at Cape Gir- 
ardeau with Superintendent Clay’s 
father at its head. He is a brother-in- 
law of State Sen. Albert M. Spradling 
Jr., long a power in Democratic party 
circles and the legislature. Superin- 
tendent Clay is well qualified for his 
new post and is highly regarded in 
company and agency circles. 


Conn. Department Slates 
Hearing On Conn. General 
Purchase Of Aetna Ins. Co. 


Commissioner Premo of Connecticut 
has called a public hearing on the pro- 
posed acquisition of Aetna Ins. Co. by 
Connecticut General. The hearing will 
take place Dec. 15 at 10 a.m. at the 
insurance department state office 
building, Hartford. 

Connecticut General stockholders 
will meet Jan. 3 to vote on the proposed 
purchase. 

The plan, as voted by Connecticut 
General directors, calls for a two-for- 
one split of the life company stock, 
with a reduction in its par value from 
the present $10 a share to $5 and the 
offer to Aetna stockholders of 1.2 
shares of the new Connecticut Gen- 
eral stock for each share of Aetna 
stock. 


R. J. Minck To Join LIA 


Richard J. Minck will join Life In- 
surance Assn. of America as assistant 
actuary. He was an actuarial assistant 
in the general planning and research 
department of Prudential. He is an as- 
sociate of Society of Actuaries. 


Missouri General Agents & Man- 
agers Assn. will hold its Christmas 
party Dec. 16 at the Missouri Athletic 
Club in St. Louis. The Man of the 
Year dinner will be held there Jan. 23. 


Decembe! 
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CONGRATULATIONS 


y 


Metropolitan joins the entire Life Insurance industry 
in congratulating the College of Life Underwriters 


and those who have completed the C.L.U. program. 


Men and women who wear the Chartered Life 
Underwriters’ key have demonstrated their ability to 
meet high mental and moral standards. They have 


Metropolitan Life insuraNCE COMPANY 


A MUTUAL COMPANY « Home Office—NEW YORK—Since 1868 
Head Office—SAN FRANCISCO—Since 1901 « Head Office—OTTAWA—Since 1924 
Over 1000 Local Offices in U.S.A. and Canada 


shown their desire to progress in their profession— 
and, indeed, to excel in it. 

Metropolitan is proud of its C.L.U.’s. We urge all 
life insurance Fieldmen to participate in this program. 
It can mean a more productive career for the individ- 
ual and add to the prestige of the business itself. 
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Be a General Agent NOW if you are a Life Agent or 


EXCEPTIONAL OPPORTUNITY 
FOR 
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General Agent with these qualifications: 


e Aggressive, ambitious, good references. 


Top past production performance. 
Self-starters, over age 27, married. 
A desire to manage your own business. 
No executive experience necessary. 





x * 


Our NEW Expansion Program brings you the prestige and 
experience of an old line company plus: 


© Top commissions for 


© Life-time (of policy) fully-vested renewals. 

© New, modern, well-merchandised Life policies. 
© Complete, competitive line of Health Insurance. 
¢ New and exclusive Audio-Visual Program. 

© Service, flexibility, competitiveness and quality. 


Contact: Superintendent of Agencies 
211 West Wacker Drive 
Chicago 6, Illinois 


x * * 


Agents and General Agents. 











CENTRAL STANDARD LIFE 


INSURANCE COMPANY — 


Home CHICAGO Office 





















p.s.: means 


planned security! 


career pattern, but you might. Drop us a 
line and find out, won’t you? 


This slogan describes to the 
public the important service 
of this important life insur- 
ance company. 

It also describes the atti- 
tude of the company toward 
the career aspirations of its 
agents—a planned approach 
combining security with op- 
portunity. 

Every man doesn’t fit this 
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INSURANCE COMPANY 
Stanford Y. Smith, CLU, Agenc¥ Vice Pres. 
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State Mutual Will 
Share Profits With 
HO Employes 


State Mutual Life has established 
a profit sharing plan for home office 
employes similar to those set up in 
most private industries. Characterized 
as “an evolutionary development in 
the life insurance industry,” by H. 
Ladd Plumley, State Mutual chairman 
and president, the plan calls for annual 
company contributions depending up- 
on the amount of net gain and pre- 
miums from new insurance. Private 
industry plans usually involve com- 
panies’ setting aside a percentage of 
net gain from operations. 

Mr. Plumley described the plan as 
“a method of rewarding employes for 
controlling costs” and said its purpose 
is to help the company by encouraging 
employes to consider themselves as 
partners in the succeess of the busi- 
ness. 

The plan is open to employes with 
five years of service. Company con- 
tribution will be divided among those 
eligible as a percentage of basic salary. 
Mr. Plumley estimated that 1961 
shares will be between 6% and 9% of 
basic annual salary. 

Employes may decide how to use 
their shares, which may be placed in 
a-special trust fund being established 
as part of the plan, take their shares 
in cash, or take part in cash and place 
the balance in the trust fund. 


‘Results Of Their Labors’ 


Said Mr.. Plumley, “The insurance 
business and the entire U. S. economy 
are undergoing far-reaching changes. 
The managers of any business which 
seeks to grow and prosper must antic- 
ipate these changes. But management 
cannot do this job alone. More than 
ever before it is essential that em- 
ployes understand the competitive 
factors which confront their business, 
exercise their full influence on opera- 
tions and share more directly in the 
results of their labors.” 

Mr. Plumley pointed out that the 
plan, known as the “Progress Sharing 
Plan,” is an addition to existing meth- 
ods of employe compensation and 
benefits. He said the pension and 
group insurance programs for home 
office employes would not be affected 
by the new policy. 


No. American Plans Stock Dividend 

Directors of North American Life 
of Chicago have voted to recommend 
to stockholders for approval at the 
annual meeting on Feb. 13, a 10% 
stock dividend. 
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May 12 Is Deadline 
For Sending Names 
Of NALU Candidates 


WASHINGTON—National Assn. of 
Life Underwriters has launched its 
annual talent search for qualified life 
insurance men and women ready, will- 
ing and able to serve on the board of 
trustees. 

The nominating committee, headed 
by Chester T. Wardwell, Connecticut 
Mutual Life, Peoria, Ill., has asked the 
presidents and national committeemen 
of the local and state associations to re- 
commend trustee candidates, and has 
set a May 12, 1962, deadline for the 
acceptance of recommendations and 
endorsements of candidates. 


Need Suggestions 


In the bulletin to association lead- 
ers, Mr. Wardwell emphasized that his 
committee is depending on local and 
state association officers to suggest 
top-grade people for its consideration. 
He suggested that each national 
committeeman collaborate with other 
officers in his association in recom- 
mending the best possible candidates, 
The national committeemen have re- 
ceived blanks on which to make recom- 
mendations. 

The completed nomination form 
should go to Mr. Wardwell, 620 Cen- 
tral National Bank Building, Peoria, 
Ill. Association resolutions of endorse- 
ments should go to Mr. Wardwell and 
to the following members of his com- 
mittee: 

Committee Members 


Paul R. Green, Aetna Life, 640 Wash- 
ington Building, Seattle 1, Wash.; Wil- 
liam E. North, New York Life, 610 
Church Street, Evanston, Ill; John 
Pasco, Equitable Society, 409 East 
Main Street, Richmond 19, Va.; Rob- 
ert B. Pitcher, John Hancock, 53 State 
Street, Boston 9; Ellen M. Putnam, Na- 
tional Life of Vermont, 42 East Ave- 
nue, Rochester 4, N.Y., and Jack White, 
Prudential, 5800 Wilshire Boulevard, 
Los Angeles 36, Cal. 


Pru Policyholders Can Add 
The Fifth Dividend Option 


Persons who buy or already own 
$10,000 or more of ordinary life in Pru- 
dential, and meet other conditions, can 
use their dividends to provide yearly 
term insurance in an amount up to 
30% of the face amount. 

The policyholder can carry the tem- 
porary coverage to age 70 or until the 
insurance is paid up, whichever comes 
first. 





GROUP SALES REPRESENTATIVE 
$8,500 


Two well known companies with diversified 
sales methods are actively seeking young men 
who want to make that important step into 
responsibility. Present openings exist in large 
eastern and midwestern cities. Reputation and 
integrity precede both companies and your ca- 
reer progress is assured. Z#N-1354 


HEALTH SALES SUPERVISOR 
$10,000 


If you possess a good knowledge of Life but 
your strength lies in Health sales we recom- 
mend that you look into this job. The company 
is one of the giants of the industry and pro- 
vides excellent rewards for the ambitious and 
hard working man. Branch Office openings in 
many choice areas of the country. FEN-1355 





LIFE AGENCY SUPERVISOR 
$10,000 


Several companies have expressed a need for 
the Life and Health production man who also 
has a good knowledge of fire and casualty. His 
responsibilities include development of sales 
among brokers and agents and to this company 
he should bring a successful record. Excellent 
job stability is a must. #£N-1358 


LIFE GENERAL AGENT 
$12,000 


The price tag on this job is simply a starter. 
As one of the fastest rising companies in the 
nation you cannot stay long at an income of 
$12,000. Most openings currently exist in states 
west of the Mississippi and an excellent con- 
tract and full portfolio provide you with all the 
tools you will need. ZN-1356 





LIFE AGENCY SUPERVISOR 
$10,500 


Here is a respected, old line eastern company 
which prefers the Life insurance specialist. No 
Health fines are written. If you are a basic 
programmer, seeking supervisory duties, open- 
ings exist in many areas of the country. A 
record of job stability and accomplishment fs 
mandatory on this. J#N-1357 


Department. 


330 S. Wells St: 





Send for our free brochure, How We Operate, without obligation. Refer 
inquiries to Specialist Bill‘ Hemingway, Life-Health Production Sales 


FERGASON PERSONNEL 


HArrison 7-9040 
INSURANCE PERSONNEL EXCLUSIVELY 


Chicago 64, Illinois 





DIRECTOR OF AGENCIES 
$12,000 


A man with a proven record of sales is needed 
by a company in the west—still expanding—to 
build a strong agency force. If you live in the 
States of the Rocky Mountain area consider 
yourself a candidate. We believe this offers a 
fine example of the well known “ground floor 
opportunity.” ZEN-1359 
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Franklin Life Unit 
Sets All-Time Record 


The California-Nevada division of 
Franklin Life has set what is bélieved 
to be an all-time 
record of sales by 
an agency unit in 
the entire history 
of the life insur- 
ance industry. 

The division, 
headed by George 
A. Landis of Los 
Angeles, western 
executive director, 
recorded an issued 
and paid-for vol- 
ume of $81,800,000 
of ordinary life for 
the first 10 months of 1961. This figure 
is expected to exceed $100 million by 
year end, but already established a re- 
cord in the industry, according to Chas. 
E. Becker, chief executive officer. 

Mr. Landis, who was appointed re- 
gional manager in 1946, was promoted 
to California state manager in 1949 and 
to western executive director in 1958. 
The measure of his accomplishment 
can be more fully realized considering 
the fact that in 1944 he was Franklin 
Life’s only full-time representative in 
the entire state of California. 


Security Life & Trust In 


Home Office Enlargement 

Construction is under way on Se- 
curity Life & Trust’s new home office 
extension. The building will be fin- 
ished in vertical anodized aluminum 
panels six stories high. The floor area, 
140,000 square feet, will be triple the 
present space. The present home office 
adjoins the new structure. It will be 
renovated as soon as the new section 
is completed. 

The basement will be available as 
a fall-out shelter. It will be equipped 
with a separate well water supply, 
emergency power and sanitation facili- 
ties. The building is expected to cost 
$2 million. It will be ready for occu- 
pancy next May. 


Ohio Handbook Is 


Off The Press 


A new Underwriters Handbook of 
Ohio has just been published by the 
National Underwriter Co. It pro- 
vides complete and up-to-date infor- 
mation on the agencies. companies, 
field men, general agents, groups and 
other organizations affiliated with 
insurance throughout the state. 
Copies of the new Ohio Handbook 
may be obtained from the National 
Underwriter Co. at 420 East Fourth 
Street, Cincinnati 2, Ohio. Price 
$12.50 each. 





George A. Landis 
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Future Business Man 
Will Measure Up: Dean 


Courtney C. Brown, dean of the 
graduate school of business of Colum- 
bia University, told his audience at 
the annual meeting of LIAMA in 
Chicago, “It is my belief that tomor- 
row’s business, with its many oppor- 
tunities and challenges, will attract 
our best brains and talent and that 
the business man of the future, ex- 
pressing himself through the corpora- 
tion, will measure up to the perform- 
ance expected of him. That is why I 
regard the business man of the future 
with great expectations.” 

Because of the extension of the in- 
fluence of corporations on society, its 
cultural as well as economic aspects 
are conditioned for better or worse by 
the impact of business, Mr. Brown 
said. In many respects, the corporation 
is today the dominant institution of the 
times, just as the church or state were 
dominant institutions in other times. 
Wide Spectrum 

“The posture of the business man 
has indeed moved through time over 
a wide spectrum,” he noted. “From 
being a necessarily tolerated evil in 
the view of the ancients, given phil- 
osophical accredition by Adam Smith, 
the business man now finds himself 
emerging as the partial custodian of 
the public welfare as well as the agent 
of abundance. 

“It is within this enlarged concept 
of the corporation and its purposes 
that the business man of the future 
will express himself for the most part. 
Much greater demand will be made 
upon him as a person, and looking at 
the other side of the shield, he should 
have greater opportunities for personal 
development and for service to his 
fellow man.” 


St. Lawrence Life Acquires 


Business Of Ga. Insurer 

St. Lawrence Life of Chicago has 
assumed all loss of time, accident only 
(including special accident) and hos- 
pitalization policies of Kennesaw L.&- 
A., Atlanta. The acquisition increases 
St. Lawrence policyholders by more 
than 10,000. The Chicago insurer will 
aggressively enter the special accident 
field in Georgia and Alabama immedi- 
ately and plans to develop this line in 
all states in which the company is 
licensed. 

All former Kennesaw L.&A. busi- 
ness will be handled through St. Law- 
rence’s regional office in Atlanta, un- 
der the supervision of E. B. Horton, 
regional manager of Georgia and Ala- 
bama. 

St. Lawrence has also appointed 
Crable & Grow agency of Orlando, 
Fla., general agents in that city. 


No. Am. Life Of Chicago Has 
Record October In Life, A&S 

North American Life of Chicago re- 
ports its October individual life volume 
sales totaled $10,088,025, a new October 
record in the 54-year history of the 
company which exceeded the total of 
October, 1960, by nearly 26%. The 
number of life applications during 
October bettered October of last year 
by more than 9%. 

Health insurance premium sales in- 
creased nearly 7% over October of 
1960. Health insurance applications 
during the first 10 months of 1961 are 
up more than 18% over last year. 


Seattle Life Managers Meet 

Seattle Life Managers Assn. at the 
November meeting heard Kermit Rick- 
lefs, general agent Aetna Life, discuss 
supervision of,established agents. 





Chicago CLU chapter held a special legislative meeting last week with two 
speakers presenting information on current insurance and tax legislation. From 
left: Leonard L. Silverstein of the Washington law firm of Silverstein & Mullens 
and special counsel of Assn. for Advanced Life Underwriting, who discussed 
the Washington picture; Paul W. Cook, Mutual Benefit Life, moderator; 
Lawrence A. Berman of the Chicago law firm of Berman & Woodruff and 
formerly chief attorney of the Illinois department, who spoke on the legisla- 
tive picture in Illinois; John O. Todd, president Todd & Zischke Services, 
who discussed the CLU Development Fund; Robert H. Swanson, general agent 
New England Life and CLU chapter vice-president, and Robert 8. Bowles, 
manager North American Life of Canada and president of the chapter. 
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Comparable year-to-date figures continue to show that 
Central Life’s sales consistently run well ahead of the life 
insurance industry as a whole. There are several reasons 
why this is so—and Central Life agents agree that an 
important one is true graduated premium on all plans 
(except single premium). The quantity discount idea, first 
introduced in the United States by Central Life in 1955, 
is another example of the sales-minded leadership that’s 
making “One of the Best” one of the busiest, too! 


Contiall Life 








ASSURANCE COMPANY, DES MOINES 6, IOWA 
Progressive and competitive, yes ... but not 
at the expense of financial security ASSETS | $180 Million 
SURPLUS | $15 Million 
INSURANCE | $650 Million 
IN FORCE 





FeNATIONAL UNDERWRITER 


A pioneer professional Re- 
insurer in the A & §S field, 
our service is 46 years old, 
covering an epoch of com- 
plete revolution, in policy 
and practice. 


Know-how of over four de- 
cades of development is here 


at your call. 





EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 Weer 10th Sr. 


SAN FRANCISCO 
100 Bush St. 


CHICAGO 
175 W. Jecksen 


NEW YORK 
107 Willem St. 











Another Real Salesmaker. .. 
Colonial’s 4 to 24 Group Services 


Designed for business firms with a small number of employees 
including active owners, partners and officers who want com- 
plete group insurance protection. 


Life & A. D. D. 

Loss of Time Weekly Income 
Hospital & Surgical Expense 
Doctor’s Visits 

Major Medical 


Plans can be tailor-made to fit any given situation regardless 
of premium amount. 


For information and commission agreements write to: 


W. Thomas Fiquet, Vice President 


—_** Colonial Life 


18 97 INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 
Affiliated with Chubb & Son Inc. 


through Federal Insurance Company 








St. Lawrence Life Now 
Offering Cover For The 
Mentally Retarded, Palsied 


St. Lawrence Life of Chicago is now 
offering life, A&S and hospitalization 
cover for the mentally retarded and 
for victims of cerebral palsy. 

S. M. Simon, chairman of St. Law- 
rence group and a board member of 
Research Foundation for Mentally Ill 





S. M. Simon, chairman St. Lawrence 
group (right), and Joseph R. Gootar, 
sales director special risks division of 
the group (left), congratulate Illinois 
Gov. Otto G. Kerner, named Mr. Men- 
tal Health of 1961 at a dinner in his 
honor in Chicago. 


and Retarded Children, made the for- 
mal announcement of St. Lawrence 
Life’s new line of coverage for these 
victims at a dinner held in Chicago 
honoring Illinois Gov. Otto G. Kerner, 
who was named Mr. Mental Health 
of 1961. 

Many speakers at the dinner 
stressed the need for increased facil- 
ities to better aid the mentally ill 
and retarded. 


Mutual Of N.Y. Will Pay 
Record $51.1 Million In 


Dividends, Excess Interest 

Mutual of New York in 1962 will pay 
out a record $51.1 million in dividends 
and excess interest, $1.2 million over 
the 1961 total. 

The increase in dividends is due 
largely to increased insurance in force 
and to a boost in the rate of interest on 
funds deposited with the company. 

Dividends on most individual health 
policies will continue on the current 
basis. The amount of excess interest on 
some contracts and dividend deposits 
will be about $300.000 more than in 
1961, owing to an increase in the in- 
terest rate to 3.65%, up from 3.55% in 
1961. 


A.J. Horney Named Head Of 


Binghamton, N.Y., Agents 

Andrew J. Horney, National Life of 
Vermont, has been elected president of 
Binghamton (N.Y.) Life Underwriters 
Assn., to succeed William L. Forma- 
nek, Metropolitan Life. 

Other officers elected were H. Rich- 
ard Keck, Metropolitan Life, 1st vice- 
president; William Pryor, Prudential, 
2nd _ vice-president, and Francis M. 
Smack, Metropolitan Life, secretary- 
treasurer. 


New Agents Assen. In 
Mich. Elects Officers 


Richard Meyerson, Kalamazoo, has 
been elected president of the newly 
formed Battle Creek-Kalamazoo Gen- 
eral Agents & Managers Assn. Other 
officers, both from Battle Creek, are 
Floyd C. White, vice-president, and F. 
Ray Beers, secretary-treasurer. 
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N.Y. Life 1962 Dividend 
Distribution $135,250,000, 


Interest Raised To 3.6% 

New York Life will set aside $135,. 
250,000 for 1962 dividend distributions 
as compared to $132.4 million payable 
in 1961. Of the 1962 total, $128 million 
will go to individual life and annuity 
policyholders and the remainder of the 
distribution will be paid on group po- 
licies and to individual health policy. 
holders. 

In 1962, New York Life will credit 
interest, within contractual provisions 
or company rules, at 3.6% per annum 
or at the guaranteed rate, if higher, on 
dividends left on deposit, single sum 
death benefit payments, pension trust 
supplementary funds and supplemen. 
tary contracts without life contingen. 
cies. The 1961 interest rate is 3.5% 

Globe Life of Chicago will present a 
complete new line of ordinary policies, 
effective Jan. 1, based on the 1958 CSO 
tables. Higher than minimum cash 
values will be provided and extended 
coverage will be based on the 1958 EC 
table. 
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PREMIUM SPOT Fo 
CONVENTIONS 


Atlantic City 


A Few Reasons Why: 


BENEFITS 
Relaxing setting overlooking the ocean 
. . . friendly hospitality . . . fine food, 
and service. 
BUSINESS GROUP PLANS 
Superb facilities for 20 to 500 persons. 


PERSONALIZED SERVICE 
Convention-trained staff under the di- 
rection of John W. Tyler, Vice President 
& Director of Sales. 


WRITE FOR DESCRIPTIVE BROCHURE AND COM 
PLIMENTARY SET OF ILLUSTRATED BLUEPRINTS 


On the Boardwalk at Michigan Avenue 
Telephone (Area Code 609) 344-8111 
OWNED AND OPERATED BY THE BUZBY FAMILY 


22552322235 52236 
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VICE gee 
the di- ee 
esident *34% increase in paid-for ordinary production 
in 1960 over 1959... and to top this, a remark- 
1D COM able 26% increase so far in 1961 over 1960. 
EPRINTS ‘ 
~ | NOW, PICK UP YOUR PEN AND WRITE US A LETTER ! 
1 9 . 
rawr | We'll even start it out for you: “Mr. Murray Longworth, President, United of Omaha, Omaha, Nebraska. 
266 | Dear Mr. Longworth: I understand your company has unusual career opportunities for successful life insur- 
ance men...opportunities seldom offered by a major life insurance company like yours. I’m interested. Tell me 
more. And for your information, here is personal data about me and a resume of my experience—”. Just finish 
this letter in 250 words or less. Invest in a 4cent stamp. Drop it in the nearest mail box. You'll be glad you did. 
UNITED BENEFIT LIFE INSURANCE COMPANY, OMAHA, NEBRASKA 

































































8 FeNATIONAL UNDERWRITER 
. 12/30/60 6/30/61 11/30/61 12/30/60 6/30/61 11/30/61 
Monthly List Of Am. States . ssunonee —-21% = -23M%—s 31S Govt. Empl. Life ........... 43 78% 129 
Bankers Natl. the te. 22 40 62 Great ee eel eaee 4912 a Pe 
« « Bankers & Shippers ..... 54 57 67 Great Am. Life Unds... 70 
Bid Prices F or Benet. Std. Life ..ccco.-. 154% 33% 45% Great Southern Life ... 69 90 142 
Boston esccsessss susie 31% 35% 43 Great-West Life .............. 395 550 780 
Ins S k 8 Rae 31% 1 pT Sey «|: ae: | Ye earn 4% 38 53 
urance stocks Cal.-Wesiern Siaies nse 1% 2780 
4 32% 3842 38 ELQMOVE cecerecccsecccsesccossessevees 42% 43% 50% 
The following month-end quotations Seamed Std. Life... 16% 10% 32% Hartford Fire cscs 51% «67% 
on insurance stocks are furnished by Citizens Cas. 0.0.0... 8% 14 = ee Steam Boiler = _ a = 
= Citizens Life... 10% 24 ome le 
Cartwright, Valleau & Co., the securi- Coots states Life. 16 18 24% Home Protective® 55 65 
ties firm in the Board of Trade Build- Conege Life o.oo... 52 86 145 L 90% 114 153 
ing, Chicago, that specializes in insur- Combined. ...........csc w% 44 50% 17 92% 108 
ance stocks. There are given the bid eee See vem 1 a = — ~ _ 
A ‘a 
prices‘on the inside market at Novem- — a —" ™% «OS 14% 30 32% 
ber 30 along with cemparable prices Continental Assur. 162 209 Jefferson Natl. Life ...... 17% 18% 30 
at December 30, 1960, and June 30, Conti tal Cas. —. 109% Jefferson Std. Life ........ 42 62% 9744 
aC +o éel Ins. 
1961. Insurance stocks finished the Coroon & encite ... 16% 
month with much strength. Many Were Criterion oo... 
high ar. Crown Life ............. 203 
at the point of the ye Crum & Forster .... 41% 
19/30/00 6/seret i1/aevel Eagle Fire ......... 5% 
Eastern Life ........... 4l 
o% 1% peed Employers Group 49 
97% 119% 150 Empl. Reins. «nc 2 
31% 38% 387 Farmers Und. Assn. ...... 58% 64 Life Ins. Investors 8.95 12.56 18.09 
8 WOY_ Teer oocccasscccccssssseessscerecenne @¥%. $18  Lancoln Income Lif 18% 32 26 
19% 232% 25% Federal Life & Caz. ...... 13 7° 123g ©=._ Lincoln Natl. Life 92 125% 180 
Fidelity Bankers Life .. Loyal Protective a9 55 90 
. & D. Maryland Casualty 365 41% 47% 
Mass. Indemnity 30% 49 6714 
Mass. Protective 60 112 142 
Merchants Fire ................ 35 42 44% 
Midwest. United Life 30 41 64 
MMISBHOR, .nnaaeascccccensssseseessensense 10% 16% 20 
Monumental Life ............ 48Y 58% 100 
Natl. nay LALO -nneeseee 15 20 31 
National Fire .................... 123 136 166 
National Life & Ace... 114% 179 227 
Natl. Old Line ................. 15% 28% 40% 
Natl. Reserve Life ........ 146 165 300 
National Union ................ 40% 48% 48% 
Nationwide Corp. .......... 27% 33% 46% 
New Hampshire .............. 410% ST42 78 
North Amer. Life 14% 19 32% 
North Am. L. & C 132 175 250 
Northeastern. ....... 12% 2 241% 
North Central C 9% 15% 16% 
North River ....... 41% 46% 51% 
Northern Ins. 41% 46 564% 
Northern Life .................. 130 168 200 
Nw National Ins. ............ 86 102 115 
Nw National Life ............ 90 107 180 
Occidental Life, N.C. .... 4% 1% 10% 
Ohio Casualty ................... 24 29 361%2 
Ohio State Life ................ 39 51 66 
Old Line Life .. . 60 69 185 
Old Republic Ins. 14% 15% 18% 
Old Republic Life 18% 21 31 
Pacific, N.Y. sss... 55 56% 67 
Pacific Indemnity 33 35% 42 


1. Life, accident, sickness 
and hospitalization. 2. Gen- 
erous contracts. 3. Oppor- 
tunity. 4. Complete training. 
5. Established company. For 
full details, write C. M. 
Mitchell, Vice President and 
Superintendent of Agents. 


POSTAL LIFE 
& Casualty Insurance Company 
612 West 47th St., Kansas City, Mo. 





Pacific Natl. Life .. 
Peexrless  ........c0.s00- 




























Peninsular Life ............... 3% 4% T'2 
Peoples Life ..............000 29% 38 62 
Philadelphia Life ............ 49% 15 105 
Piedmont So. Life 59 69 112 
Phoenix  .......eeee cae 83 102 128 
Postal Life .............. 36 48 68 
Prov. Washington 18% 22% 28 
Provident L. & A. ........ 81 140 205 
Quaker City Life ............ 39% 55% 84 
Reinsurance __ ebeickies 21% 23% 30 
LL 53% 63% 74% 
Republic, Tex. 27 32% 441, 
Republic Natl. Life 3342 70 107 
Reserve, IIl. .... 11 19 23% 
St. Paul F.&M. 61 71 934 
Seaboard Surety 39 42 4612 
Security ................ 55 66 115 
Security L. & A. ............ 33 654% 101% 
Security Life & Trust .. 41% 55 82 
Southland Life ................. 88 113 205 
Southwestern Life . 53 92 150 
Springfield  .............cccce 33 365 45% 
Standard Life, Ind. ........ 49%, 59 97 
Transamerica. ..............0.0. 26%. 34 46 
Travelers onc... 93 122% 162 
Trinity Universal . 31 U% 42 
Truck Unds. 28 36 44 
United, Ml. 32 54 78 
Two Utah Companies Merge 


Ideal National Life has acquired 
Western Empire Life in a merger ap- 
proved by directors of both Salt Lake 
City companies. The surviving corpora- 
tion will be called Ideal National Life 
and will have $6 million in assets, $44 
million in force, a surplus of $1.1 mil- 
lion and capital of $770,000, becoming 
Utah’s third largest domiciled insurer. 

John S. Boyden, Salt Lake attorney, 
is chairman and chief executive of 
Ideal National Life and W. W. Clyde, 
Springville contractor, is president. 
Charles H. Hollingworth, president 
Carbon Motorway, and C. Taylor Bur- 
ton director Utah state highway de- 
partment, are president and vice-pre- 
sident respectively of Empire Life and 
will be directors of the surviving com- 
pany. 
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United Pacific Corp.** .. 18 28% 
United Services _ jee 40 97 140 
U.S.F.&G. 41% 57% Ty, 
U.S. Fire 304 3544 434 
U. S. Life 70 
Universal 28% 27% K 
Variable Annuity Life .. 8% 11% 15 
Victory Life 2.0.0... 94 100 150 
Volunteer State Life .... 57 70 114 
Wash. National ..... 36 57% 80 
West Coast Life .. 31 6 


Westchester Fire 
Western Casualty ae 
Wis. Natl. Life ................ 28% 3642 62 
*Owns Home Life, Pa. 

**Owns United Pacific Ins. 
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—Bowles, Andrews € Towne, Inc.- 
ACTUARIES 
MANAGEMENT CONSULTANTS 
Life « Fire » Casualty 
Employee Benefit Plans 
RICHMOND ATLANTA NEW YORK 




















PORTLAND DALLAS MIAMI 








BROWN, CONRAD, RICHARDSON 
and FLOTT, Actuaries 


209 W. Jackson Citizens Bidg. 
Chicago Cleveland 
Tel. 922-0480 Tel. SUperior 1-7644 








HARLEY N. BRUCE & ASSOCIATES 
(Founded 1929) 
Consulting Actuaries 
Chicago Pittsburgh 
Cleveland 








COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 
Sen Francisco Denver les Angeles 








E. P. HIGGINS & CO. 
Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 
Bourse Building Philadelphia 6, Pa. 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 





2801 North Meridian St. 5002 Dedge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 
ST. LOUIS KANSAS CITY 











THE 
HOWARD E. COMPANY 


INCORPORATED 
Consulting Actuaries 
3225 N. MERIDIAN ST. INDIANAPOLIS 8, IND. 








PLANNING COUNSELORS 


Division of East West Management Services, Inc. 


CONSULTANTS AND ACTUARIES 
Pension, Profit Sharing, Employee Benefit Plons 
430 NR. Camden Brive Beverly Hills, Calif. 
CRestview 4-6671 BRadshaw 2-8264 
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7, ‘= |Actuaries Study 

© a*|Ways Of Meeting 

Tg X 

1s 8 |Health Claim Rise 

o 8 61g The rising trend of health insurance 
‘ & | claims costs came in for considerable 


discussion at the annual meeting of 
5 56 I Society of Actuaries at White Sulphur 
Springs. ; 

D. R. Skelton, Monarch Life of Mas- 
sachusetts, said his company had de- 
veloped separate levels of premiums 
for high, medium and low-cost areas 
pecause of the vast differences in 
claim costs by area. ; 

R. P. Coates, Equitable Society, in- 
dicated that the claim cost curve for 
his company’s experience was similar 
to that published in a 1957 paper in the 
society’s Transactions by Morton D. 
Miller, Equitable Society, at the young 
ages, but was higher at the older ages 
and was twice as high in the 60s. 

Martina Doyle, Connecticut General, 
said her company’s experience trend 
showed about a 5% annual increase in 
the size of claims since 1952. H. D. 
Allen, John Hancock, cautioned against 
ignoring the inflationary effect in de- 
termining premiums in view of the 
» high persistency of major medical pol- 
icies and difficulties inherent in in- 
creasing premiums under the guaran- 
teed renewable provision. 


Only Children Faverable 


J. C. Sibigtroth, New York Life, 
mentioned that his company’s major 
medical experience was particularly 
high for males at the older ages and 
favorable only for children. C. M. 
Walker, Lincoln National Life, said 
his company’s experience was worse 
than anticipated, particularly for males 
at higher ages, and also exhibited large 
variations in claim rates by area. 
Irving Rosenthal, Guardian Life, es- 
timated that claim costs had increased 
by about two-thirds in the last five 
years. 

With respect to possible trends to- 
ward “inside limits” in major medical 
coverages, E. P. Barnhart, Washington 
National, said his company had adopted 
a plan with a large number of inside 
limits in order to control variations in 
claim costs by area. This plan was 
. adopted after exploring and discarding 
various means of area rating. The plan 
has exceeded sales expectations. 

R. L. Whitney, Mutual of New York, 
felt that his company’s new plan with 
inside limits would provide controls 
against overcharging and over future 
: increases in claim costs. A. L. Buck- 
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the extent of anti-selection in this 
class of business, particularly at ages 
under 60. 

R. W. Erdenberger, Mutual of Omaha 
described his company’s Senior Secu- 
rity program involving issues on a 
mass enrollment basis to individuals 
over age 65. A substantial volume of 
business has been written and their 
claims to date are in line with their 
expectations. 

J. Henry Smith, Equitable Society, 
gave reasons why he believes the dis- 
ability benefits under the social se- 
curity act should be considered in de- 


termining the amount of disability in- 
come coverage to be issued to appli- 
cants. His company is offering this 
coverage at an extra premium to lives 
with various impairments. 

W. R. Mullens, Business Men’s As- 
surance, gave his company’s schedule 
of maximinum limits for disability in- 
come benefits and the factors con- 
sidered in establishing them. 

F. J. Gagliuso, Paul Revere Life, 
quoted his company’s limits for dis- 
ability income policies. He also cited 
its extra premium program which be- 
gan in 1929 and which now applies to 


about 5% of their issues. 

C. N. Walker, Lincoln National Life 
and John Ryan, New York Life, gave 
details of their programs of issuing 
health insurance coverages on impaired 
lives on an extra premium basis. Ex- 
perience to date seems satisfactory. 

P. E. Singer, Continental Casualty, 
indicated that its substandard health 
insurance statistics gave support to its 
extra premium for a number of the 
most frequent conditions. B. J. Help- 
han, Pacific Mutual, also indicated 
that its experience so far in this area 
was regarded as satisfactory. 
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600,000 CUSTOMERS—AND ALL ARE BOSSES 





Membership of Aid Association for Lutherans has reached 600,000. These Lutheran people 
own one and three quarter billion dollars of AAL life insurance. They also own and control 
AAL, electing the directors who form and execute the policy and practices of America’s 
largest fraternal life insurance society. 


man, Beneficial Standard Life, felt 
| that the trend toward inside limits was 
an indication of maturity in major 
‘gi medical coverage and expressed the 
hope that this type of plan would be 
widely adopted by the industry. 


Suggests Intercompany Study 


J. W. Huntley, Travelers, suggested 
a possible study of intercompany ex- 
perience on accident medical reim- 
bursement coverage where his company 
has experienced a sharp increase in 
claim cost in recent years. 

R. H. Hoffman, Equitable Society, 
discussed the work of the actuarial 
advisory committee appointed by the 
New York superintendent of insurance 
to assist in developing net premiums 
for hospital and surgical expense in- 
surance issued at ages 60 and over on 
conversion of group insurance. Such 
premiums are subject to the superin- 
tendent’s approval under the terms of 
the Russo act. 

N. W. Chellgren, Aetna Life, des- 
cribed his company’s experience under 
group conversion policies. It suggests 





Through approximately 3600 local branches, AAL members are kept in close touch with the 
fraternal and benevolence activities of their society. Together, AAL field representatives 
and the branch organizations put into practice the fraternal principles of AAL. The con- 
tinuing growth of membership and the expansion of life insurance coverage they own is 
testimony to the special difference AAL members share — LOWER NET COST life in- 


surance protection. 
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AID ASSOCIATION FOR LUTHERANS 


APPLETON, WISCONSIN 
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LOMA Report Looks At 
Data Processing Input 
And Output Preparation 


A report on the preparation of elec- 
tronic data processing input and out- 
put, titled “Input-Output Activity,” 
has been published by Life Office 
Management Assn. 

The 75-page report is the product of 
a meeting of LOMA’s automation com- 
‘mittee and contains material submitted 
by four association members—Franklin 
Life, London Life of Canada, Massa- 
chusetts Mutual and Northwestern 
Mutual. 

“Input activity” is defined as the 
operations necessary to prepare data 
for computer processing. An example 
of part of the input activity would be 
any significant activity before the data 
reaches the home office, such as a 
typing operation in the field to produce 
paper tape for conversion to punch 
cards to be used as computer input. 


Output Activity Explained 


“Output activity” is taken to include 
the operations carried on in the home 
office from the production or reports 
and forms by the computer until they 
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are ready to be sent to the policyholder 
or to the field. Tape outputs that never 
leave the computer division are not 
included in this category. 

The four companies involved in the 
report also deal with the subject of 
“turnabout” documents, those forms 
prepared by the computer that go out 
to the policyholder, the field office, or 
to other divisions of the home office 
and subsequently return as input. 

Copies of the report have been dis- 
tributed to LOMA member companies. 
Additional copies are available from 
the association for $1.50 to members 
and $3 to non members, plus 25 cents 
postage and handling. 


Poulsen Has High Benefit 
Major Medical For Teachers 


Poulsen of America, Chicago, has 
expanded its services to professional 
teachers to include a high benefit level 
major medical plan. The plan, which 
will initially be offered in Illinois, is a 
$100 deductible utilizing the base hos- 
pital-surgical medical program already 
available to teachers. It pays up to $5,- 
000 in benefits on an 80/20 coinsurance 
basis. 


Ordinary production 
in September 
broke all past records 

for a single month. 


THE 


NATIONAL LIFE 


Change In Underwriters 
Noted By Fritz At 
Southern Kan. Meeting 


Underwriting departments of most 
life insurance companies have in re- 
cent years shown a complete reversal 
in their relationship with field forces, 
Walter K. Fritz, 2nd vice-president 
underwriting Northwestern National 
Life, said in a talk before Southern 
Kansas Assn. of Life Underwriters at 
Winfield. 


‘Unnecessary Evil’ 


Mr. Fritz said that years ago under- 
writing was a “necessary evil.” An 
action was taken, and that was it—the 
door was closed to the agent for an 
appeal. This, however, definitely is no 
longer true because management is 
convinced that developing and main- 
taining good relations with agents is 
vital if a company wants to assure 
growth and progress. 

Mr. Fritz went on to illustrate past 
attitudes compared with practices to- 
day: 

—Yesterday, an agent literally could 
not get in the door to talk with under- 
writers. Today, he generally is wel- 


AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 


SSG 








December 9, 196] 


come and is invited to submit new 
facts if available on a given case 
—yYesterday, companies were prone 
to find reasons to decline business, 
whereas today they continually search 
for reasons to accept business. 


Was Not Recognized 

—Yesterday, underwriting was not 
recognized by management as an ex. 
cutive operation. Today, most com. 
panies have a top line officer directing 
underwriting. 

—yYesterday, underwriting ang 
agency departments did not cooperate. 
today, these departments work to. 
gether as a team. 

—Yesterday, little effort was made 
to send underwriting officers to agency 
and field meetings. Today, in many 
companies top underwriters regularly 
visit the field. 

Mr. Fritz pointed out that, according 
to Institute of Life Insurance, six per. 
cent of those who apply for life in- 
surance are rated. In other words, be- 
cause of physical impairments, such 
applicants are issued policies at higher 
premium rates. There are now five 
million policies, representing 17 billions 
of insurance, on rated or “extra risk” 
lives. Today nearly everyone is in- 
surable. 


O’Connor Asks Aé&S Men 
To Contact Congressmen 
On Proposed Legislation 


The most important thing health 
insurance men throughout the country 
can do, according to E. H. O’Connor, 
managing director Insurance  Eco- 
nomics Society and legislative chair- 
man for International Assn. of Health 
Underwriters, is to make personal calls 
on their congressmen or Senators be- 
tween now and next January. 

Mr. O’Connor told members of the 
IAHU board at its recent meeting in 
Chicago that the fall and early winter 
months offered the best opportunity 
for insurance men to make their views 
known on the King bill in face-to-face 
interviews with the lawmakers. “Your 
elected representatives are eager to 
learn your views. With Congress ad- 
journed they have time to discuss the 
issues with you,” he stated. 


Should Phone Newspapers 
To find the home address or local 


office address of legislators, Mr. 
O’Connor recommended phoning local 
newspapers. 


President Kennedy has already in- 
dicated he will give the bill top pri- 
ority when Congress resumes in Jan- 
uary, and the reelection pressures on 
legislators to give something away 
will be considerable, Mr. O’Connor 
asserted. 

Despite political obstructionism, the 
Kerr-Mills law is being well received 
by the various states, he said. In com- 
bination with insurance, Kerr-Mills 
aid will do the job for the country’s 
older aged. The King bill is totally 
unneeded. 

Turning to other matters, Mr. 
O’Connor said that 10 compulsory dis- 
ability bills in eight states had been 
successfully disposed of during the past 
legislative season. No such bill has 
been enacted in the past 12 years, 
despite 20 attempts in 23 state legisla- 
tures. California, New York, New 
Jersey and Rhode Island remain the 
only states with such, programs. 


Has Exceeded 1961 Production Goal 

Farmers New World Life exceeded 
its production goal for 1961 with a 
month and a half left to go. So far this 
year, over $100 million of ordinary has 
been issued and paid for. 
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Here’s how it can open a profitable new market for you in 4p 
employee pensions. ) 


The typical prospect—a small business owner with 15 em- \ 
ployees. He’s sharing profits and setting aside the employees’ Y 
share in a fund from which pensions will be paid. He won’t / 

consider a fully insured pension plan as he won’t be tied down i} 
to setting aside large, fixed sums in the future. Yet, he’s con- \ 
cerned (and so are his employees) because his plan is totally \ 
void of guarantees. Manufacturers Life’s new contract provides 
the ideal solution with special guarantees, yet it gives the owner y 

the flexibility he wants. Contact one of our brokerage men q 
for full information. \\ 
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INSURANCE LIFE COMPANY 





An unquestioned reputation for dependability comes 
from consistent discharge of duty, meeting obliga- 
tions, and fulfilling promises made to others. 
Modern Woodmen has proved itself fully dependable 
through conscientious service to five generations 
Firmly established as a financial 
protector of the home, Modern Woodmen means 
Stability, Experience, Dependability and Service, to 
. Modern 
Woodmen of America, Home Office, Rock Island, 


of Americans. 


those it has served through the years . . 


Illinois. 


WOODMEN 


Symbol 
of 
Dependability 


MODERN 
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LIAMA PromotesFour Ind. Department Lacks 
Company RelationsMen Men. Money: McClain 


Four members of the company rela- The state of the Indiana insurance 
tions division of LIAMA have been department when he came back inty 
given promotions. office the first of this year was woeful, 

Fred G. Jarvis Jr., staff representa- Harry McClain, commissioner,  tojg 
tive on the education and training com- members of General Agents & Man. 
mittee, has been named associate dir- agers Assn of Indianapolis at their 
ector of company relations in charge November meeting. Mr. McClain 
of combination companies. John A. stressed that his statement is not an 
Miller, staff representative on the per- implied criticism of former commis. 
sonal and property insurance commit- sioners. “It’s a result of the fact that 
tee, has been appointed director of for decades the department has been 
managerial training. L. Warren Isom, a legislative step-child, starved fo 
staff representative on the compensa- money, he explained. “For instance 
tion committee, has been named direct- when I took office in January, the 
or of special services. Thomas M. Hill, personnel of the actuarial division of 
who has been working on agent and the department was exactly the same 
managerial texts and periodicals, will aS when I left office 24 years ago” 
now be editor of District Management _The real problem as of now, he con- 
Magazine in addition to his other du- tinued, is not money; it is obtaining 
ties. qualified personnel. “If we can fing 

Mr. Jarvis joined LIAMA as a senior the personnel, we will need more 
consultant in 1956 after being with money, but the legislative budget com. 
Prudential in the field and later as a mittee has promised it will be forth. 
senior training consultant. He isa CLU. coming.” 

Mr. Miller was with Aetna Life be- _ A special interest of the department 
fore joining the association in 1958 as a iS personnel that can analyze financial 
consultant. He is a CLU. statements. — ; 

Mr. Isom was assistant actuary for “Our job is not to strangle sick com. 
Security Benefit Life and assistant ac- Panies but to try to save them,” Mr, 
tuary and assistant secretary for Mid- McClain observed. “Any failures at all 
west Life before joining LIAMA in Will reflect on everybody in the busi- 
1957 as a consultant. He is a CLU. ness. Where we find sick companies, 

Mr. Hill joined the association earl- We are trying to effect mergers and 
ier this year as an editorial assistant consolidations—and not the kind that 
after being in the field office services COnSist of putting two dead horses 


ivisi f i together, either.” 
division of Connecticut General One big problem, the commissioner 


stated, is the fact that so many new 
companies have been formed as stock 
promotion schemes. When it comes 
time to run them as insurance com- 
panies, they don’t have qualified per- 
sonnel. The department is to discour- 
age formation of new companies by 
experience to operate an_ insurance 
company. 

The commissioner stressed that “98% 
of the companies operating in Indiana 
don’t need any regulation at all. They 
go further than the law requires. It’s 
only 2% that causes trouble; but re- 
member that the public thinks of all 
companies on the same plane.” 


Disability Income 
Rates Liberalized 

Standard Security Life of New York 
has extended the age limit for guaran- 
teed renewal on its disability income 
- policy from 65 to 70. The policy will 
continue to be non-cancellable to age 
65. No additional premium will be 
charged. A hospital rider, paying from 
$10 to $50 daily hospital benefits, now 
may be added to the disability income 
policy. 

The rider has a “miscellaneous” 
benefit from the first day of hospital 
confinement up to 200 days. This is 
paid in addition to the income benefits 
provided by the basic policy. 

The company has liberalized its 
rates for women. Women in occupa- 
tions of the executive type can now 
purchase disability income at 150% of 
the male rate. The old rate was 200%. 


Ease Private Pilot Underwriting 

Equitable Life of Iowa has liberal- 
ized the conditions under which it 
covers private pilots of civilian air- 
craft. Under the new rules, private 
pilots age 27 and over with 100 hours 
experience and flying not more than 
125 hours annually are considered at 
standard rates. Also, pilots age 27 and 
over with 400 hours solo experience 
can generally be considered for 
standard coverage if flying time is 150 
hours or legs. 


Calhoun Life Introduces 
Intermediate Range Plans 


Calhoun Life has introduced a ser- 
ies of monthly ordinary policies in the 
intermediate range between industrial 
and ordinary business. The minimum 
of the new policies is $1,000 and the 
maximum face amount is determined 
by a premium maximum of $9.90 a 
month. Policies are being quantity dis- 
counted. 

The policies will be issued non- 
medically in most cases. A double in- 
demnity provision is included and 
waiver of premium may be added if 
desired. 

The types of policies in the new 
series are ordinary life, life paid up at 
65, 20-payment life, endowment at 65, 
20-year endowment, 20-payment en- 
dowment at 65 and endowment at 18. 
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Attacks Medical Care 
Through Social Security 


If medical care through social se- 
curity is put into effect, by 1970 the 
average worker will be paying more 
for social security than he now pays in 
federal income tax, Dr. Donald E. Wood 
chairman of the commission on legis- 
lation of Indiana State Medical Assn., 
told the November meeting of Indiana- 
polis Health Assn. 

Dr. Wood charged that the scheme 
offers far less than its proponents 
claim in as much as it has exclusions, 
deductibles and maximums, and does 
not provide for private medical or 
nursing care. It will pay only those 
who contract with the government and 
will pay them at set rates. 

Although the tax withheld to finance 
the plan is expected to be only 1% 
more than at present, Dr. Wood pointed 
out that a 1% increase in withholdings 
takes $2 billion dollars a year out of 
the economy. Further, he maintained, 
social security builds a public debt on 
which billions in interest must be paid 
forever. 

Medical care is already big govern- 
ment, he said. In 1960 the government 
spent $6.2 billion on different phases 
of medical care without the social 
security scheme. Dr. Wood declared 
that there is grave doubt whether 
more money for medical care is needed 
by the elderly. He cited a survey of 71 
Indiana hospitals that showed fewer 
than 2% of those under 65 do not pay 
their bills. 


New Indianapolis Health 
Insurer Offers 5 Coverages 


Underwriters National Assurance of 
Indianapolis, a new entrant in the 
health insurance field, is offering an 
initial line of five policies that com- 
bine a number of advanced features. 
This is in addition to the orthodox 
line of coverages the company has 
available as a result of 100% reinsur- 
ance of the health business of Early 
American Life of Evansville. 

In the area of disability income, the 
company has available three policies, 
identical in every provision except re- 
newability. One is non-can; one is 
guaranteed renewable; and one _ is 
optionally-renewable. The non-can at 
65 converts to guaranteed renewable 
for life as long as employed full time. 
The guaranteed renewable is so guar- 
anteed, for life, also as long as em- 
ployed. The optionally-renewable has 
no automatic termination age. 

All three policies use a five-year 
“own occupation” definition of total 
disability, and house confinement is 
never required (except by special en- 
dorsement on long-duration coverages 
on females). Bénefit durations of one, 
two, three, four, five, and 10 years 
and to 65 are available. 

The fourth policy is major medical 
with no co-insurance except on pri- 
vate-duty nursing. Convalescent home 
care is covered on a half-basis, mental 
disorder for 30 days in-hospital and 
80 days out, and conversion without 
evidence of insurability is offered de- 
pendents whose coverage terminates 
by reason of policy provision. Maxi- 
mums of $5,000, $10,000, and $15,000 
are available. A $250 deductible is 
offered only with the $5,000 policy to 
families with combined income under 
eo Other deductibles are $500 and 

The final policy is a hospital income 
Policy offering up to $800 a month in 
event of hospitalization with no alloca- 
tion of benefits or requirement to 
furnish itemized statements. A half- 
benefit is available for convalescent 
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home care, and automatic conversion 
for dependents is guaranteed as in the 
major medical. The policy is non pro- 
rating by reason of other hospital cover- 
age, but the amount issued will be 
restricted by other coverage owned at 
the time of issue. 

All five policies are issued on an 
ownership form, making assignment 
in business insurance cases unneces- 
sary. A variety of waiting periods—up 
to two years—is available. In ex- 
ecutive salary-continuation or buy-out 
cases, the company will quote elimina- 
tion periods that are for even longer 
durations. 


To Write 220,000 Texans 
On Public Welfare Rolls 


AUSTIN—Some 220,000 Texans over 
65 who are public welfare recipients 
on the state’s old-age assistance rolls 
are to be covered under a group hos- 
pitalization and surgical policy written 
by Group Hospital Services of Dallas, 
the Texas Board of Public Welfare re- 
ports. 

A premium of $8.68 per month per 
member will provide a $10 a day hospi- 
tal room charge for 15 days and $5 a 
day thereafter. It contains a $200 sched- 
ule surgery benefits and pays all the 


13 


cost of hospital and ancillary services 
the first 15 days and half thereafter. In 
many cases patients can then be trans- 
ferred to nursing homes, for which ben- 
efits are provided under another state- 
administered program. 


Three Final Proposals 


Only four of 15 companies ap- . 
proached by the welfare department 
indicated sufficient interest to make 
preliminary proposals, and only three 
submitted final proposals. The plan 
carries with it a clause allowing the 
company 3% for administration of the 
program 
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W. deV. Washburn 
President, AMERICAN HEALTH INSURANCE CORPORATION 


with a special kind of service. 


communities. 


If these ideas make sense to you, we would be glad to tell you more. 
Why not check a little further into the American Health Story? 


W 


W. 
President 


AMERICAN HEALTH 


INSURANCE CORPORATION 
300 St. Paul Place, Baltimore 2, Md. 


A Personal Message to Life Underwriters 
Seeking a More Rewarding Career 
with Health and Life Insurance 


Our only concern as health insurance specialists is to do the best possible 
job for our policyowners and agents in health insurance. More is involved than 
just policy provisions, rates and commissions. This we have known right along, 


As a company engaged from the start in this specialized underwriting in its 
own right, we have a sureness of effort and attitude of service in health 
insurance, and we enjoy and are grateful for our well-earned reputation for 
integrity. The secret ingredient of inner confidence helps each of our agents 
succeed, of course. He knows he will deliver the promises he makes to others, 


Life and Health Insurance go together. We believe that if you are a 
life man interested in moving ahead in a sound, secure career you should take a 
good look at American Health—an insurer that specializes in this single type of 
coverage, with a very high growth potential for you. It will help you set your 
own standards. 
Health insurance can harm you or help you in a life insurance career. 
As a result of specializing, we believe we understand the problems of this business 
in general, and those of the agent or general agent in particular. We believe we 
know just a little more about how you—a life agent—can better employ health 
insurance as a tool in your career accomplishment. 


At American Health there is always room for carefully selected agents 
who intend to move ahead, and who have deserved, good reputations in their 
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deV. Washburn 
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Fi und Salesmen Were 
Urging Replacement 
Back In 1937, Too 


Mutual fund salesmen’s recommen- 








K, Record... 


Not A Boast 


CAC Has Designed More Different 
Kinds of Pension Plans Than 
Any Other Company 


Designing pension, profit sharing and special 
. handled 
by a broadly experienced and highly specialized 


plans is a business in itself at CAC . 


department. 

Flexibility is the rule. Build the plan to fit the 
case. There is no “book” with rigid rules and reg- 
ulations. No two companies are exactly alike. 
No two plans are apt to be identical. 

An opportunity to show you unique, practical 
and flexible approaches to the best in pension and 
profit sharing plans is invited. 





CONTINENTAL ASSURANCE G 


Member Continental National Group, Chicago 4 








dations to replace cash-value life in- 
surance with term and use the dif- 
ference to buy fund shares may seem 
like a problem of recent origin, but it 
was going on a quarter-century ago, 
when the funds were known as in- 
vestment trusts. It was even worse, in 
one respect, since it appears that many 
investment company salesmen were 
giving the impression that future val- 
ues of the shares were guaranteed, 
even though _ responsible officials 
frowned on this sales tactic. Here is 
an item from the Sept. 17, 1937, issue 
of The National Underwriter, telling 
about the situation: 


Berkshire Life's 
Project One 
Breakthrough! 


N’T 
POSITION 


quick 
SALES 


Berkshire Life representa- 
tives produce more A & S 
business by offering each 
prospect the precise degree 
of protection he requires at 
amazingly low cost. This 
modern concept of custom- 
written coverages makes 
available new. Hospital and 
Surgical Expense Policies 
with lifetime renewability 
guaranteed, scheduled 
Major Medical Expense 
Contracts with no co- 
insurance on Daily Hospital 
Expense or Surgical fees, 
and Non-Can Disability 
Income Plans with the in- 
dustry’s most outstanding 
provisions. 


The many contemporary 
features of these new 
Berkshire Life Accident & 
Sickness Plans frees policy- 
owners of the need to 
constantly change plans 
and carriers. With them, 
Berkshire Life representa- 
tives today are selling 
more A & S prospects... 
and keeping them sold 
more effectively. 


Salesmen for several investment 
trusts are urging prospects to change 
their life insurance policies to term 
insurance, and use the cash surrender 
value and difference in premium to 
purchase the trusts. 

These salesmen paint a rosy picture 
of a large “guaranteed” return that is 
far greater than that which the pros- 
pect could possibly secure through 
life insurance. This argument, it is 
reported, appears to be meeting with 
a great deal of success among office 
workers. 

Investment trust officials and trus- 
tees, whenever questioned on reports 
that salesmen are offering guaranteed 
returns, have always admitted that 
they do not guarantee any stipulated 
value at maturity of the trust. They 
point out that the value of the trust 
depends on the market value of the 
stocks at the particular time. There- 
fore, a trust under which a man may 
have paid $1,200 in 10 years may be 
worth only a few hundred dollars at 
the end of that period instead of the 
$1,500 painted by the salesman. Again, 
should the market be up, it may be 
worth considerably more. 


Insurance Need Recognized 


Investment men appear to be of the 
strong conviction that everyone needs 
life insurance and that policies should 
not be changed to term insurance. 
They are opposed to the misleading 
statements of greater return, pointing 
out that not only can the trusts not 
guarantee any definite return but the 
SEC regulations forbid the guarantee 
as well. 
The only value they see in invest- 
ment trusts is that it gives the small 
investor the diversification he ordi- 
narily would be financially unable to 
secure and that it also enables trusts 
to buy up good common stocks in large 
blocks when the market takes a drop. 
However, in the main, investment 
men advocate that the first half of the 
small investor’s savings gc into life 
insurance with the balance divided 
| between savings accounts and invest- 
| ments. 


For full details, consult 
the nearest Berkshire 
Life General Agency 





Abynxsune ure 


INSURANCE COMPANY 
PITTSFIELD, MASSACHUSETTS 

A MUTUAL COMPANY FOUNDED IN 1851 
LIFE, ACCIDENT & SICKNESS, 
PENSION PLANS, ANNUITIES 


| Bankers, Des Moines, Has Good Oct. 
| Bankers Life of Des Moines had 
| $37,954,947 in new business during 
October, including increases and re- 
stored insurance. Of this amount, $22,- 








520,159 was ordinary and $15,434,788 
group. For the first 10 months of 1961 
new business totaled $389,684,607. Of 
this total, $230,764,142 was ordinary | 
and $158,920,465 group. 

Total life in force reached a new 
high of $3,915,841,569, with ordinary 





totaling $2,155,178,255 and group $1,- 
760,663,314. | 
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Pacific Actuaries 
Name Helphan, View 
Insurance Picture 


Discussions of group, ordinary life, 
ordinary A&S, and the development 
of extended health plans for senior 
citizens were featured at the fall meet- 
ing of Actuarial Club of the Pacific 
States in Pebble Beach, Cal. 

The actuaries elected B. J. Helphan, 
Pacific Mutual Life, president; Stuart 
Robertson, Milliman & Robertson, 
vice-president; and Charles Dean, 
Great Northwest Life, secretary. E. H. 
Neuschwander, Fireman’s Fund, im- 
mediate past president of the club, and 
Forrest Ockels, Johnson & Higgins, 
were named to the executive com- 
mittee. 

In general, the members reported 
that few requests have been received 
from the internal revenue service for 
changes in the valuation bases of pen- 
sion funds, on account of compara- 
tively conservative valuation assump- 
tions. No retroactive change was cited. 


Discuss Widow’s Benefits 


In a discussion of widows’ benefits, 
several actuaries pointed out that 
there is a strong trend toward the in- 
clusion of some form of such benefits 
in many pension plans. These benefits 
have been common for many years in 
England and Europe. In plans which 
already provide them, the tendency is 
toward their improvement. One of the 
more difficult practical problems is the 
administration of such plans when 
benefits terminate upon remarriage. 

All speakers agreed that when ac- 
tuaries are consultants for pension or 
health and welfare programs jointly 
administered by management and 
labor, it is not profitable either to the 
consultants or their clients when both 
parties hire actuaries. The actuaries 
are unable to increase their fees 
enough to cover the time spent in con- 
sultation with each other. One actuar- 
ial company can design and estimate 
the costs for several optional benefit 
plans, and the parties involved can 
decide on the final plan in their nego- 
tiations. 


Less Conservative Estimates Desired 


Several club members said they had 
recently observed that both labor and 
management seem to desire less con- 
servative cost calculations for self-ad- 
ministered pension plans, in order to 
publicize benefits in the most favorable 
light. 

There was discussion of the com- 
petitive bids obtained for health and 
welfare plans when the present in- 
surer increases rates. One speaker re- 
marked that when the present in- 
surer’s rate is lower than the rate it is 
requesting, it may be because the 
broker has specified that bids are to 
be based on more favorable experience 
than actual claims indicate. 

Group insurance subjects clustered 
around the writing of large amounts 
of life and development of dental care 
coverage. In general, it was observed, 
large amounts of group life have 
been written with satisfactory ex- 
perience. The consensus was that the 
maximum amount to be experience 
rated with the balance of a case should 
not be greatly in excess of the annual 
life premium. Several speakers com- 
mented on the difficulty of selling 
Policyholders the pooling concept, 
particularly when all contact is in- 
direct, through the broker. 

The accumulated need for dental 
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care is sufficient to keep all dentists 
busy in the U. S. for 40 years, accord- 
ing to dental authorities. At present, 
the demands for dental coverage come 
chiefly from unions attempting to get 
employers to pay more of employes’ 
living costs, and from dentists who 
believe insurance might prompt people 
to visit them more frequently. 

In the session on ordinary A&sS, it 
was pointed out that, although prora- 
tion of A&S benefits is generally per- 
mitted to prevent duplication of in- 
come, the insurer can only prorate 
with other income benefits discovered 


at the time a claim is submitted. This 
can cause problems for guaranteed re- 
newable plans, especially since it may 
be held that the insurer has prior 
knowledge of all governmental plans 
as they develop. 

Several actuaries stated that all 
benefits should be considered in setting 
limits of issue. Particularly in the case 
of an employe earning less than $500 
a month, there is a risk of overinsur- 
ance when an occupational benefit 
is combined with social security and 
wc. 

Also considered was the development 
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of extended health plans for senior 
citizens. The joint company admin- 
istered plan recently developed in 
Connecticut was analyzed in some de- 
tail. Some present doubted that current 
legislation would allow such a plan to 
be established in California. Further, 
several observed that it was perhaps 
too late for California companies to 
consider a voluntary plan, since a state 
plan may be just around the corner. 

The club’s next meeting will be May 
31-June 1, 1962, at the Ahwanee Hotel, 
Yosemite National Park. 





FOR YOU 


Well-balanced General 
Agent’s Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


you in your Recruiting, 
Training, and Agency 
Building Program. 


Jersey, North Carolina, Ohio, 


Virginia. 


















Friendly, effective Home 
Office assistance to help 


AGENCY-BUILDING OPPORTUNITIES in: 

Alabama, Arizona, California, Colorado, Dela- 
ware, Florida, Georgia, Illinois, Indiana, lowa, 
Kansas, Kentucky, Maryland, Michigan, New 
Pennsylvania, 
Texas, Virginia, Washington, D.C., and West 


[ESS STRIKE IT RICH! 


You can “Roll a Strike’ every time with Columbus 
Mutual's Agent's Contract, Induction Program, 
and Sales Packages—because your agents make 


money and you make money with: 


Top Commissions on Leading Par and Non-par Policy Contracts. 
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Agent’s Contract 
Induction Program 
Sales Packages 


Vested Renewals. 

du er Lifetime Compensation in Service Fees. 
| ae Pension Plan. 

| Free Group Life Insurance. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. 
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“SMARTEST MOVE OF 
THE DAY, DAVISI” 


4-4 eee 


Pe erties aE: 





"Smart of you to choose Life & Casualty 
of Tennessee for your group insurance case, 


Davis.’ 


“Thank you, sir. But since L & C offers .such 
a complete line of group coverages, such as 
Major Medical, Creditor Group Life, Bantam, 
and the like, there was really no choice.’’ 








Jim Rundle 
Group Insurance Director 
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Changes In The Field 


Bankers Life Of lowa 


Leonard E. Dahl, 
Raymond J. Ken- 
nedy and George 
G. Pote have been 
named managers 
at Billings, Mont., 
Cleveland and 
Harrisburg, Pa., 
respectively. Mr. 
Dahl had_ been 
agency supervisor 
at Billings since 
January, 1961. 

Mr. Kennedy 
had been associate 


A. 


Leonard E. Dahl 


general agent at Cleveland for National 
Life of Vermont. He started in the 


Raymond J. Kennedy 





George G. Pote 


business as an agent of Manufacturers 
Life and was later with Massachusetts 
Mutual. 

Mr. Pote was previously an agency 
supervisor in Harrisburg for Fidelity 
Mutual Life. Before that he was in 
personal production there. He is a 
director of Pennsylvania Life Under- 
writers Assn. 


Massachusetts Mutual 

Arlington Helbing Jr. has been ap- 
pointed supervisor of the southwestern 
regional mortgage loan office at Dallas. 
He was assistant Texas loan manager 
for Bankers Life of Iowa and before 
that was Texas loan supervisor for 
American United Life of Indianapolis. 


Mutual Benefit Life 
William W. Wade, a special agency 
consultant at the home office, has 
been made executive vice-president of 





Admitted Assets 


1940 $905,064 
1950 $6,527,300 
1955 $12,494,145 


1960 $20,638,209 


Present Assets over $21 Million 
Over $70 Million Life Insurance in force. 


As the western U.S. increases in economic importance, BANKERS UNION 


LIFE keeps pace with the trend. 

Investigate our profit sharing contract and 
non-forfeitable renewals. Operating in 13 
states, offering ordinary life on par and non- 
par plans. 


BANKERS UNION LIFE INSURANCE GomuPANY 


DUDLEY 8-4651 e 


C. B. McCormick, President 


200 JOSEPHINE 


A story of ... GR OWTH and P ROGRESS 





Insurance in Force 
$7,703,483 


$34,552,332 
$45,169,420 


$66,447,298 


. Gl / 
oS tly, > 
Y 


DENVER 6, COLORADO 











Whitney Associates, an Orange, N, J, 
brokerage firm which specializes in 
placing association group busines, 
with Mutual Benefit. Before going ty 
the home office he was brokerage 
manager for the Guibord genera 
agency of Mutual Benefit at Newark. 


Pan-American Life 


John K. Scott 
has been named 
general agent at 
Chicago. He has 
been northwestern 
manager for Pic- 
torial Publishers of 
New Rochelle, 
N. Y., and before 
that was district 
manager at Skokie, 
Ill., for Massachu- 
setts Mutual. 





John K. Scott 


Lincoln National Life 


Richard B. Davies has been named 
general agent of a new agency at 
Orlando, Fla., where he had managed 
his own agency for the company. Be- 
fore that he was on the home office 
advanced underwriting and merchan- 
dising staff. He is a CLU. 

James R. Stewart has been ap. 
pointed to a supervisory post in the 
King agency, representatives at Char- 
lotte, N. C., under the company’s man- 
agement development program. He, 
too, is a CLU. 


Provident Mutual Life 


Ronald W. All- 
bee has been made 
manager at Sacra- 
mento. He was a 
supervisor at 
Berkeley, Cal., and 
more recently 
completed a man- 
agement _ training 
course at the home 
office. He received 
the 1960 outstand- 
ing young man of 
the year award 
from Berkeley Ju- 
nior Chamber of Commerce. 





Ronald W. Allbee 


Prudential 


Albert P. Fabre, manager at the 
Marine Park district office, Brooklyn, 
has been made manager at the Filat- 
bush office there 

Frank J. Vitanza, manager at East 
New York office, Brooklyn, succeeds 
Mr. Fabre at Marine Park. 

Leo F. Sadowski, manager at the 
Elizabeth, N. J., district office, has 
been named head of the Bloomfield, 
N. J., office. 


Occidental Of California 


Curtis W. Arrington, group sales 
representative at Dallas, has been pro- 
moted to assistant regional group 
manager there. James D. Shrum, 
school group representative at Sacra- 
mento, has been advanced to senior 
group service representative there. 

Douglass R. Mapes has been trans- 
ferred from the home office auditing 
department to Los Angeles and named 
group service representative. Leland 
P. Morris, group sales representative 
at the home office, has been trans 
ferred to Los Angeles in that capacity. 
K. Paul Boucek has been appoin 
group sales trainee at Phoenix. 

William H. Marwood has been 
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named assistant branch manager at 
Seattle. He has been an agent there 
for the past two years. 


State Mutual Life 





Larry A. Peter- 
sen has been 
named manager at 
Omaha. He entered 
the life insurance 
business in 1945 
with Northwestern 
Mutual at Daven- 
port, Ia., and was 
later manager with 
Prudential. 


Larry A. Petersen 


Republic National Life 
Neal Ellis, Jr., and Richard D. Long- 
brake have been named general agents 
at Atlanta and South Bend, respec- 
tively. 


Pilot Life Of N.C. 


John A. Brownlee has been ap- 
pointed general agent at St. Louis. Be- 





Charles W. York John A. Brown'e? 


fore that he was at West Lake, O., 
for Equitable Society. 

Charles W. York has been appointed 
general agent at Cleveland. He was 
with Union Central Life before that. 

Arthur W. Starratt has been ap- 
pointed general agent at Houston, suc- 
ceeding Charles W. Manoshagin, who 
has been made supervisor of agencies 
in Texas. Before joining Pilot in the 
manpower development program he 





Founded in 


1880 





ARGANIZED in 1880, 
Iowa STATE TRAV- 
ELERS is the oldest 
organization of its kind in the 
world. Reputable, strong and 
experienced, it offers to the 
white-collar worker a modern 
accident insurance coverage 
tempered with old fashioned 
friendliness and consideration 
...and at a cost consistent with 
the most modest budget. 


MUTUAL ASSOCIATION 
Dutton Stant, President 
DES MOINES 











FORMERLY IOWA STATE TRAVELING 
MENS ASSOCIATION 3 
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was a division manager for Prudential. 

Jack W. Schmidt, Dallas, and Law- 
rence H. Gisi, Houston have been 
made group supervisors at their res- 
pective cities. 

Jackson O. Buyers has been ap- 
pointed unit manager in Columbia, 
S. C. He was agency director for Em- 
pire Life of South Carolina. 


Protective Life 

C. R. Bates has 
been appointed 
general agent at 
Little Rock, Ark. 
He has also been 
made general 
agency consultant, 
a title which em- 
powers him to ap- 
point other general 
agents in the area. 
Mr. Bates has been 
with Christian 
Foundation Life of 
Little Rock and 
Equitable Society. 


C. R. Bates 


Pan-American Life 


John L. Quaadman has been named 
state supervisor in Illinois. He was 


regional director of agencies in Illinois 
for Illinois Mid-Continent Life, and 
before that was at Chicago for Con- 
necticut General Life. 


All American L.&C. 


Steve A. Rahawi 
has been named 
general agent at 
Denver. He will 
also serve as reg- 
ional director for 
Colorado. 

Mr. Rahawi be- 
gan his career in 
Denver with World 
of Omaha. From 
1954 to 1958 he 
served as general 
agent in Oklahoma 
City. From 1958 
until joining All American, he was 
general agent for World at Wichita. 


MIDLAND NATIONAL  LIFE— 
Lennart E. Osterman has been ap- 
pointed general agent at San Fran- 
cisco. Mr. Osterman has 14 years ex- 
perience in the business. 





Steve A. Rahawi 





Manufacturers Life has been licensed 
in Kansas. 
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Companies Paid $20,811,291 
In Benefits Under N.]J. 
Disability Insurance Plan 


The New Jersey division of em- 
ployment security, in its recently re- 
leased summary of state disability 
benefits paid by approved private 
plans during 1960, has shown that 62 
insurance companies participating in 
the program paid benefits totaling 
$20,811,291. 

The companies had earned prem- 
iums of $27,345,748, which resulted in 
net earned premiums (earned prem- 
iums less experience refunds and 
credits) of $26,327,261. Benefits paid 
under all private plans, including the 
62 insurance companies, 182  self- 
insured plans and 33 disability benefit 
funds established under agreements 
with unions or associations of em- 
ployes, reached $31,493,552. For the 62 
insurance companies, excess of net 
premiums earned over dividends, losses 
and expenses was $944,302. Total ex- 
penses were $3,371,003. 

Benefits paid by the self-insurers 
amounted to $9,937,364 and by the 33 
union and employe association funds 
totaled $744,897. 














LIFE AND ACCIDENT 


a prosperous New Year. 




















All Provident figures indicate another good year for us, 
and from the industry figures it looks like another 
good year at your house. Our congratulations 

to you — and our best wishes for a 

pleasant Christmas Season and 
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Home Office Changes 


Midland National Life 
William A. Rigs- 
bee has been 
named _ president. 
He joined the com- 
pany in June of 
this year as execu- 
tive vice-president. 
Mr. Rigsbee be- 
gan in the business 
with Home Secur- 
ity Life of Dur- 
ham. In 1958 he 
joined Franklin 
Life where he re- 
mained until join- 





William A. Rigsbee 
ing Midland. 


New England Life 

David W. Foster has been named as- 
sistant director of methods and pro- 
cedures. He joined the company in 
1953 and in 1957 was appointed or- 
dinary methods and procedures man- 
ager. 

Peter V. DeGeorge has been made 


assistant director of methods and pro- 
cedures for data processing. He was 
a programer for Sperry Rand Corp. 
of New York City before joining New 
England Life in 1957. 


Mutual Of New York 

J. McCall Hughes 
has been elected 
trustee. He joined 
the company in 
1943 as adminis- 
trative assistant to 
the executive vice- 
president. He was 
named _ controller 
in 1945, vice- 
president and con- 
troller in 1952, and 
executive vice- 
president in 1959. 
He is a former 
chairman and president of Controllers 
Institute of America. 

Maxey Jarman has also been elected 
a trustee. He is chairman of Genesco 





J. McCall Hughes 










Do you know... 


. that your client may buy a “Double Disability” 
income rider providing $20 (instead of $10) for each 


$1000 of face value. 


. that the monthly income ceiling is $650, not just $250. 
.. that the waiting period is four months, not the usual six. 


. that you may add it to level term plans as well as 
ordinary life and endowment. 


(For the disabled term policyholder, this coverage 
pays the premium and a monthly income, converts 
to ordinary life at the end of the term period, 
waives the increased premium, and still pays the fu// 
face amount at death! ) 


. that the disabled insured receives this $20 a month 
per $1,000 until age 60, then $10 a month through 
the balance of his disability —and finally, the full 
face amount is paid at death on a life policy or at 
maturity under an endowment. 


(On Endowment Life Income at 65 and Special 
Retirement Income at 65 plans, the $20 a month 
per $1,000 continues unchanged until maturity.) 


Still hard to believe such a rider exists? Make us 
prove it—on your very next life application! 


OCCIDENTAL LIFE 


Insurance Company of California - 
Home Office: Los Angeles/ Earl Clark, C.L.U., Vice President 


We pay Lifetime Renewals... 


Hard To Believe Facts 
About a Disability Rider 


they last as long as you do! 
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ber assistant secretary and chie! un. 
derwriter; J. E. McKee Sr. assistant 
treasurer; J. W. Wyatt manager of 
the machine tabulating department, ang 
W. H. Madsen comptroller. 


Inc., the Nashville, Tenn., shoe man- 
ufacturer and retail store operator. 

Leif H. Olsen, territorial underwrit- 
er for the central and Canadian 
regions, will become senior staff un- 
derwriter Jan. 1. 

Clarence Young, assistant western 
territorial underwriter, will become 
western territorial manager, replacing 
Henry Manger, who will take over the 
central and Canadian regions. 

Made assistant territorial under- 
writers are Miss Joan Waldron, Theo- 
dore Topalian and Frederick Hova- 
sapiap 


Equitable Life Of lowa 


Raymond S. Speas, assistant super. 
intendent of agency administration, 


Paul Revere-Mass. Protective 


John R. Gosnell has been named 
vice-president and assistant treasurer. 





Raymond A. Speas 


Henry S. Jacobs 


4has been named _ superintendent of 
agency administration to succeed Hen- 
ry S. Jacobs, who has retired after 
36 years with the company. 

Mr. Speas joined the company in 
1951, was named manager of the re- 
cords section in 1952, planning assist- 
ant in 1955, and assistant superintend- 
ent of agency administration in 1957, 
He is a CLU. 

Mr. Jacobs joined Equitable after 
several years as an agent on the staff 
of the new business section. He was 
named superintendent of service ip 
1949 and eight years later was appoint- 
ed to his most recent post. He is a 
past secretary of Life Advertisers 
Assn. 





John M. Sutherland 


John R. Gosnell 


He has. been 2nd vice-president and 
assistant treasurer since 1958. He is a 
trustee of Brown University. 

John M. Sutherland Jr., 2nd vice- 
president and associate actuary, has 
been appointed vice-president in 
charge of underwriting. He is a fellow 
of Society of Actuaries. 


Praetorian Mutual Life 


Thomas H. Penton has resigned as 
agency director, vice-president and a 
director. James. M. Whitehurst, as- 
sistant agency director, succeeds Mr. 
Penton as agency director. Mr. White- 
hurst is CLU and a fellow of Life 
Office Management Assn. Institute. 

D. H. Holyfield, J. F. Mills, Wade 
Payne and Curtis Stockwell have been 
named assistant secretaries; Karl Ko- 


- 


Postal Life 


Robert F. Meyer has been made 
group supervisor at the home office. 
He has been in the group department 
of Connecticut General. 


Equitable Society 
Robert M. Hammond, chief of the 
general accounting bureau, has been 
appointed manager of the cost analysis 


~ 





Tools for Progress 


Indianapolis Life is growing steadily because it provides its General 
Agents with the all-important and necessary tools for profitable agency 
building and operation. 


A full line of modern policies with very low net cost... 
Indianapolis Life offers graded life premiums and Commercial, Guar- 
anteed Renewable, Non-Cancellable Accident and Sickness poli- 
cies. Low, liberal Check-O-Matic. 


A well rounded, field-tested agency building program... 
Indianapolis Life provides its General Agents effective agency- 
building tools including career compensation, production incen- 
tives, training allowances and an outstanding training program. 


Indianapolis Life’s General Agents receive liberal commissions and life- 

time service fees. For their personal and family protection—group life, hos- 

pitalization, and major medical insurance. Non-contributory pension 
* plan provides liberal retirement benefits. 


Indianapolis Life now pays 4% on all funds left 
with the Company at interest 


WALTER H. HUEHL, President « ARNOLD BERG, C.L.U., Vice President and Director of Agencies 


fp Faclieney oles Lit 
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A Mutual iaiiaiat ¢ Founded 1905 - Indianapolis 7, Indiana 
AGENCY OPPORTUNITIES: Colo., Conn., Fla., Ill., Ind., la., Kan., Ky., 
Mich., Minn., Mo., Neb., N.D., Ohio, Pa., S.D., Tenn., Tex., W. Va., Wis. 
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and planning unit. He was on the fa- 
culty of School of Insurance of Insur- 
ance Society of New York for five 
years before joining Equitable. 

Neil M. DeVries, assistant director 
of special services, has been named 
director of special services for the 
agency department. He has been a di- 
rector of the Chicago CLU chapter. 


Occidental Of California 


Named assistant vice-presidents are 
Earl S. Jordan and James. A. Carey. 
Appointed assistant secretaries are 
William F. Krumm and Charles E. 
Bressler Jr. 

Mr. Jordan, systems research depart- 
ment manager, is an Occidental vete- 
ran of nearly 35 years, having been 
associated with the old Guaranty Life 
which was reinsured by Occidental in 
1937. Mr. Jordan has served as account- 
ant and head of various operating de- 
partments. He was named assistant 
controller in 1944 and has served as 
head of the company’s methods and 
procedures operations since 1947. Mr. 
Carey, agency division director of con- 
servation, joined Occidental in 1949. 
He has served as A&S claims adjuster, 
agency assistant and A&S home office 
supervisor, and was named assistant 
secretary in 1958. 

Mr. Krumm, administration director 
of agencies, joined Occidental in 1953 
in the agency secretary department. 
He subsequently served as assistant 
director of field training and assistant 
administration director of agencies, ad- 
vancing to his present post in 1960. 
Mr. Bressler, assistant manager of the 
treasurers department and _ financial 
statement actuary, joined Occidental 
in 1956 as actuarial supervisor in the 
treasurers department. He had pre- 
viously served five years with Pacific 
Mutual. 


Massachusetts Mutual 
Gerald P. Glynn, John J. Phillips 
and Hugh C. Scott, assistant managers 
in the premium accounting department, 
have been appointed managers there. 
Rudolph G. Kraft, real estate secre- 
tary, has retired. He joined the com- 





Conventions 


Dec. 11-12, Assn. of Life Insurance Counsel, 
annual, Waldorf Astoria, New York City. 

Dec. 12, Institute of Life Insurance, annual, 
Waldoif-Astoria Hotel, New York City 

Dec. 27-29, American Risk & Insurance Assn. 
annual, New York City. 

Dec. 13-14, Life Insurance Assh., annual, Wal- 
dorf-Asturia Hotel, New York City. 


1962 


Jan. 26, CLU seminar, University of Miami, 
Miami 


Jan, 31-Feb. 4, Federation of Insurance Coun- 
sel, midyear, Grand Bahama Island Hotel, 
Grand Bahama Island. 

Feb. 12-14, Health Insurance Assn., group in- 
surance forum, Drake Hotel, Chicago. 

Feb, 21-24, Florida Life Underwriters Assn., 
sales congress, Miami, Lakeland, Tallahassee 
and Jacksonville. 

March 19-21, Life Office Management Assn., 
automation forum, Drake Hotel, Chicago. 
May 7-9, Health Insurance Assn., annual, Den- 

ver Hilton, Denver. 

May 17-19, Home Office Life Underwriters 
Assn., annual, Royal York Hotel, Toronto, 
Canada. 

May 28-29, Assn. of Life Insurance Counsel, 
spring meeting, Greenbrier Hotel, White Sul- 
phur Springs, W. Va. 

May 30-31, Actuarial Club of the Pacific States, 
spring meeting, Ahwahnee Hotel, Yosemite 
National Park, Cal. 

June 3-6, Insurance Accounting & Statistical 
Assn., annual, Royal York Hotel, Toronto, 
Canada. 

June 6, Fraternal Actuarial Assn., annual, 
Drake Hotel, Chicago. 

June 10-13, Institute of Home Office Under- 
writers, annual, Shoreham Hotel, Washing- 
ton, D. C. 

June 13-16, Life Insurance Conference, annual, 
oe Hotel, White Sulphur Springs, 


ve A a, international aon. of Insurance 
» annual, reenbrier Hotel, Whi 
Sulphur Springs, W. Va. 
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pany in 1933 as a district engineer in 
the real estate office. He went to the 
home office in 1939 as a construction 
engineer. 


John Hancock 
Robert L. Smith, assistant agent in 
Dallas, has been transferred to the 
home office as a field assistant in the 
genera! agency department. 


PACIFIC MUTUAL LIFE has named 
Edward W. Carter, president Broad- 
way-Hale Stores, Los Angeles, a di- 
rector. Mr. Carter replaces John A. 


McCone, recently named by President 
Kennedy to head the nation’s Central 
Intelligence Agency. 


AMERICAN GUARANTEE LIFE has 
named ist Vice-president V. Dean 
Musser a director. Mr. Musser, who was 
until recently Oregon commissioner, 
will also serve on the company’s exec- 
utive committee. 


EASTERN LIFE of N. Y. has made 
Marvin S. Wagman assistant treas- 
urer. He joined the company as man- 
ager of the group department in 1960. 
Robert R. Julich, director of group 
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sales and service, has been appointed 
director of group operations. Lawrence 
H. Burman has been made group sales 
and service manager. He has been a 
group sales and service representative 
for John Hancock. 


AMERICAN PREFERRED LIFE of 
Oklahoma City has appointed Forrest 
L. Hashbarger treasurer. 

New ordinary life sales of North 
American Life of Chicago in the first 
10 months were 12% higher than the 
same period a year ago. 





This man’s 
replacement 


is already planned 
—— 


Today is his first day on the new job. He is 
an extremely successful man. His value to his 
company can scarcely be overestimated. Yet 
his replacement is already planned! 

Competent management recognizes the need 
for replacement planning. Think a moment. 
Are there one or two men in your company 
whose death could seriously damage the com- 
pany through loss of priceless leadership, 
good will, key accounts, technical ability? 
Key man life insurance is good planning that 
helps you keep or regain these assets. 


Insurance on key company men... 
provides cash, free from federal income tax, to: 


e attract and train replacements, and to 
indemnify for temporary loss of company 
earning power 


e strengthen credit and protect endorsers of 
company’s notes 


e guarantee continuance of dividends 


e guarantee continuance of business and 
avoid dissolution, merger or forced sale 


e retire any stock held by the deceased and 
continue his salary to his family 


Connecticut Mutual Life men have at their 
command a special business life insurance 
department and a wide variety of policies and 
settlement options. Talk with a CML man 
soon. . . for the loss of a key executive could 
also mean the loss of a company. 


Dividends paid to policyholders 
for 115 years 


Owned by its policyholders, CML provides high-quality 
life insurance at low cost and gives personal service 
through more than 300 offices in the United States. 


Connecticut Mutual Life 


INSURANCE COMPANY ¢ HARTFORD 








This advertisement, which originally ran in full color, is telling 
thousands of business men who read TIME and NEWSWEEK 
that business life insurance makes good business sense. 
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HtieNATIONAL UNDERWRITER 


Replacement Checking Cost Is Discussed 


(CONTINUED FROM PAGE 2) 


instance, it might happen that the 
buyer had actually concealed from 
the agent his intention to drop some 
insurance. But when a dozen cases 
show the same pattern, the evidence 
becomes convincing. 

I know of no way to obtain this sort 
of eviderice without a central inform- 
ation bureau. 

Well, if we had such a bureau, how 
would it work. 

Here is basically what you’d need: 
A centr#i file, where 3 x 5 cards 
would be sent by eompanies belonging 
to the bureau. Very little information 
would need to be on the card. The 
main items would be the names of 
the company, the insured and the 
agent; the amount of insurance and 
plan. Not all sales would need to be 
reported, perhaps just those of $10,000 
and up. Such sales accounted for 32% 
of the total number of ordinary sales 
last year, or about 2.8 million policies. 
But it probably would be unnecessary 
to send cards on sales made in areas 
that are having no trouble with re- 


placements, so the number could be 
cut considerably. 

Incidentally, whether such a bureau 
could get enough members without 
state compulsion to join is problem- 
atical. But if companies wouldn’t 
come in voluntarily, it shouldn’t be 
too difficult to get the states to re- 
quire membership. Also, state com- 
pulsion would help with any possible 
anti-trust problems. 

Now that our file of ordinary sales 
has been set up, let’s assume that 
that famous large eastern company, 
the Ajax Life, gets a surrender or 
loan request that is big enough to 
look as if it might be due to a replace- 
ment sale. Ajax asks the central bu- 
reau if a sale has been made to that 
policyholder in the recent past, say 
in the last 12 months. If the answer 
is yes, the name of the agent making 
the sale is put in a separate card file. 
If he is a career replacer, pretty soon 
there are quite a few cards with his 
name on them. How do you think a 
career replacer is going to wiggle out 
of the department’s charges, with 
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evidence like that staring him in the unless they want to be known as a 
face. And bear in mind that it doesn’t replacers’ company. Moreover, even if 
matter whether his advice to replace it should not mind the stigma, would 


was sound or not: He violated the 
law when he failed to inform the 
issuing company that a replacement 
was involved, so he has put his license 
in jeopardy. This means that if it is 
pretty obvious that the agent is a bad 
actor the department is spared a lot 
of wrangling over whether the re- 
placement was or was not in the 
policyholder’s interest. 

And regardless of whether the in- 
surance department takes the man’s 
license away from him, what’s going 
to be the effect on the company or 
companies that he’s been giving all 
this replacement business to. I think 
that some companies that may have 
been trying to think the best of certain 
agents because of the large amount 
of sales they bring in will be shocked 
—either sincerely or ostensibly—at 
discovering how much of these agents’ 
volume is replacement business and 
how little of their volume is anything 
else. 

Such companies can hardly do any- 
thing but terminate these agents, 
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a company want to continue accepting 
business from an agent whose norma] 
pattern of operation would be to 
replace the same business after it 
builds up a little cash value? 

Now that I have shown—I hope— 
what a replacement information by- 
reau could do and why no other plan 
will get the same results, let’s look 
at the cost. The most usual basis for 
comparison is the Medical Informa- 
tion Bureau. But the MIB is a much 
more complicated and expensive oper. 
tion than a replacement information 
bureau would have to be. 


Like Casualty Index 


The Casualty Index, operated by the 
Hooper-Holmes Bureau, at Morris- 
town, N. J., seemed to be the most 
like what a replacement bureau would 
need to be. Last week I talked with 
Frederick King, president of Hooper- 
Holmes, and he gave me some ap- 
proximate cost figures that lead me 
to believe that a replacement in- 
formation bureau would be quite fea- 
sible from a cost standpoint. In fact, 
Hooper-Holmes would be interested in 
discussing the setting up of such a 
bureau. 

The cost of setting up the file of 
sales made in the $10,000 and up cat- 
egory would be somewhere in the 
neighborhood of $500 a year per com- 
pany. Then every time a company 
had a surrender or loan that it thought 
might be due to a replacement sale, 
it would be charged 20 cents for each 
report it obtained from the bureau in 
response to its inquiry. The cost per 
report might be even less, if the vol- 
ume of reports were sufficient—in 
fact, if it were large enough to war- 
rant large-scale electronic equipment 
the cost might get down to around a 
nickel per report. But if a report is 
worth anything at all, it ought to be 
worth 20 cents, I should think. 

Of course, there would be home 
office costs in making up the sales 
cards and in handling the inquiries 
on suspected replacements. But unless 
these are much higher than seems 
likely, I think the cost bugaboo can be 
forgotten. 


What About Anti-Trust? 


Now, what about the anti-trust 
angle? I am told on good authority 
that it would be entirely possible to 
avoid trouble from the anti-trust laws. 
The essential thing would be to keep 
the information bureau strictly that 
and nothing more. The MIB, for ex- 
ample, keeps out of trouble because 
no company gets any information on 
what a previous company did about 
the applicant. The inquiring company 
just gets the facts that were learned 
about the applicant and it is supposed 
to use the information only as a basis 
for its own further inquiries. There 
is no agreement, expressed or implied, 
to follow the underwriting action of 
the company that gave the data to 
the MIB—in fact, the inquiring com- 
pany doesn’t even know from the MIB 
report what the other company did. 

So the replacement bureau would 
just accumulate information. The sale 
would already have been made, 80 
there would be no question of trying 
to get the selling company to refuse to 
make the sale. Anyway, as long as the 
member companies were not in ca- 
hoots to refuse to accept replacement 
business, I am told there would be 
no problem in keeping an information 
bureau free from anti-trust entangle- 
ments. 

So, for about $500 a year, plus 20 
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cents per inquiry, you would have a 
way of getting the real goods on career 
replacement artists—not on an iso- 
lated-case basis, where it usually 
would be possible for the replacer to 
plead ignorance of the switch, but 
on a basis that would conclusively 
show up his modus operandi so glar- 
ingly that it could not escape the at- 
tention of the regulatory authorities 
and the companies with which he did 
business. 

The replacement information bu- 
reau idea, so far as I know, originated 
with President Richard Pille of Se- 
curity Mutual Life of Binghamton, 
N. Y¥. It was made an official re- 
commendation of the New York State 
Assn. of Life Underwriters at the an- 
nual meeting last spring. 


tTwe Other Ideas Offered 


There are a couple of other ideas 
that I hawe not seen publicized but 
which I think could be used to ad- 
yantage in the anti-replacement war. 

One is to make the replacement 
question part of the inspection report. 
It’s true that a prospect who'd been 
told by the agent to skip the replace- 
ment question in the application 
would almost certainly lie to the in- 
spector. But the inspector could rou- 
tinely present to each applicant a copy 
of the NALU booklet “Demand to Be 
Shown,” and give the applicant a little 
spiel along the same line. If the ap- 
plicant were covering up a proposed 
replacement, he might be sufficiently 
disturbed so he would do some check- 
ing on the wisdom of going ahead 
with the replacement. 

The other idea is to include in the 

application a statement to be signed 
by every applicant except where a 
replacement was openly admitted. I 
don’t know what the most effective 
language would be, but I had in mind 
something like this: 
“In applying for this insurance, it 
is not my present intention that it 
should replace any of my existing life 
insurance. 

“I have been informed and I under- 
stand that substitution of a new policy 
for an old one nearly always results 
in a long-run higher insurance cost, 
and the Ajax Life Insurance Co. has 
made no representation that I would 
benefit by such a substitution. Con- 
sequently, if this application is favor- 
ably acted upon and I later decide 
to discontinue a life insurance policy 
issued prior to this one by any com- 
pany, I hereby agree not to claim that 
any resulting financial disadvantage 
was in any way due to representations 
by Ajax Life or its representative.” 
There would be space for the ap- 
plicant’s signature directly beneath 
that statement, so there could be no 
question about his having read the 
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Actuaries Differ On Individual 
Policy Use In Funding Pensions 


statement. 

Obviously, any applicant who would 
sign that statement while intending 
to drop an old policy would be playing 
right into the replacer’s hands—but 
at least it would be made obvious to 
him that he was doing just that. On 
the other hand, when the agent and 
buyer just conveniently “forget” to 
answer the question that asks about 
replacement, it is not at all clear to 
the prospect that he may be putting 
his neck in a noose. If a prospect is 
fool enough to sign the kind of state- 
ment I have suggested, when he has 
made up his mind to switch policies, 
then I say let him take the conse- 
quences. After all, there’s a limit to 
what the companies and agents can 
do to protect the public from its own 
stupidity and ee 


Says Successful Selling 
Techniques Are Not 
Valid In Recruiting 


ST. LOUIS—The same techniques 
used in the successful selling of life 
insurance will not get desirable results 
for a general agent or a branch man- 
ager in his recruiting of new agents, 
Eugene B. Bingham, general agent 
for Lincoln National Life at Fort 
Wayne, Ind., told members of St. Louis 
General Agents & Managers Assn. at 
a luncheon there. 

Recruiting is basically not a selling 
function, Mr. Bingham said. The gen- 
eral agent’s basic function is leader- 
ship, and as a leader he should under- 
stand the laws of human relations. 
He should equip himself with axioms 
of conduct; axioms which most consis- 
tently reflect the basic philosophy of 
the business. 

Every man is the net sum of his ex- 
perience. The general agent must look 
to a man’s patterns, sales techniques, 
and particular philosophy of selling. 
Is the basis of his motivation simply 
the desire to get a quick commission 
on any sale? Or is he truly interested 
in obtaining and cultivating an excel- 
lent client for present and future 
sales? 

Mr. Bingham warned his audience 
that the recruit must come into the 
agency on the terms of its general 
agent—who must never appease, beg, 
trick or badger a recruit. In the last 
analysis, the recruit must select him- 
self, 

Nothing in the world can take the 
place of persistence in the new re- 
cruit’s makeup. Talent won’t—nothing 
is more common than _ unsuccessful 
men with talent. Genius won’t—un- 
regarded genius is almost a proverb 
Education won’t—the world is full of 
educated derelicts. Persistence and 
determination alone are the answer. 

The morale of any agency must 
stem from the general agent’s leader- 
ship, Mr. Bingham stated. The mental 
state, especially as regards zeal, deter- 
mination, hope and devotion—those 
qualities which make a man capable of 
endurance and of perservering with 
courage in the face of danger, fatigue 
and discouragement, can only come 
from the qualities of the leader. 


Canada Life Forms Council 

Canada Life has formed a seven- 
member managers’ council comprised 
of managers and general agents repre- 
senting the eastern, central and west- 
ern areas of the U. S. The council is 
designed to bring ideas and suggest- 
ions from the field to the home office 
with the purpose of improving services 
and increasing sales. Members are 
elected by popular vote from each 
division. 


The discussion of small pension plans 
at the annual meeting of Society of 
Actuaries at White Sulphur Springs 
brought out some contrasting view- 
points on the use of individual policies 
as funding media. 

E. W. Owen of Ostheimer & Co., 
stated that except for the very small 
employer with fewer than 10 covered 
employes there is no point in trying 
to use individual contracts for funding, 
even with a streamlined approach in- 
volving “canned” pension plan spec- 
ifications. His firm, in cooperation with 
banks and lawyers in various areas, 
has developed a streamlined package 
for the small employer for a combina- 
tion of very modest fees. 

However, S. J. Kingston, National 
Life of Vermont, felt that improve- 
ments in individual policies, reducing 
the gap in central costs and incorpora- 
ting some features of other funding 
methods, might well be really best for 
the small employer. K. H. Ross of 


Huggins & Co., noted the trend toward 
commingled pension trust funds for 
small employers. He also discussed the 
version of HR 10, the Keogh bill, that 
was reported to the Senate Sept. 13. 

J. M. Burleigh, Connecticut General 
Life, mentioned that his company has 
brought out a new series of individual 
policy pension products to reflect the 
favorable treatment afforded qualified 
pension plans under the life company 
income tax law now in force. Like 
Mr. Kingston, he felt that individual 
policy products continue to fill suc- 
cessfully the pension needs of the 
small employer. 

An opposing viewpoint was ex- 
pressed by G. N. Watson of Crown 
Life, who favored the group annuity 
over individual annuity contracts as 
being more suitable for small pension 
programs. 


First National Life of Phoenix has 
been licensed in Oregon. 










RGC’s President, 
John H. Weber, 
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ANNOUNCES 4 NEW EXCLUSIVE BENEFITS ON 
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LOANS 


1. Long term repayment plan 
2. Interest on unpaid balance only 
3. No service fee or commission charge 
4. Loans are non-demand and 
non-callable 


A General Agent or agent can easily convert his Vested renewal commissions to 
cash now. Loans from $2,000 to $200,000. We are presently doing business with 
over 95 U. S. Life Insurance Companies in 45 states and two foreign countries. Dur- 
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Life Insurance Fraternity. We assist life underwriters to become even more successful. 
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Ways And Means Tax 
Counsel Sees Keogh 
Bill Passing In ‘62 


A prediction that Congress would 
approve the Senate version of the 
‘Keogh self-employed individual tax 
retirement bill was voiced by Raymond 
F. Conkling, tax counsel of the House 
ways and means committee, on the 
panel for the District of Columbia CLU 
chapter’s estate planners day. 

Mr. Conklin, in presenting an anal- 
ysis of the bill and discussing its leg- 
islative chances, said that not only 
would Congress pass the measure in 
the Senate version, but that he also 
anticipated favorable White House 
action in spite of the Treasury Depart- 
ment’s opposition to it. 

He told the meeting that enactment 
of the bill would open up a vast new 
field of potential new business, since 
7 to 10 million self-employed persons 
would be eligible for tax benefits pro- 
vided by the proposed law. 

“To those of you who are in the life 
insurance field, the bill offers a sub- 
stantial new market for life insurance 
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services by providing that plans ben- 
efiting the self-employed may be 
funded through the purchase of life 
insurance, endowment and annuity 
contracts. From your standpoint, what 
was alleged to be a flaw in the House 
bill, which would generally have dis- 
charged investment in level-premium 
contracts, has to a large degree been 
corrected in the Senate version of the 
bill.” 

Also on the panel was Eugene M. 
Thore, vice-president and_ general 
counsel of Life Insurance Assn. of 
America, and B. William Steinberg, 
general agent of Massachusetts Mu- 
tual at New York. 

Discussing developments under the 
Kintner decision, which encouraged 
the possibility of creating for profes- 
sional men an “employe relationship” 
through professional associations, Mr. 
Thore said the discouraging attitude 
of the Internal Revenue Service to- 
ward uncharted associations has led 
many professional men to the con- 
clusion that the employer relationship 
could best be achieved through state 
laws authorizing professional incor- 
ation. 

Such incorporation, Mr. Thore said, 
should be an alternative to the Keogh 
bill provisions. He said that the history 
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of the Keogh bill strongly suggests 
that real equality in the treatment of 
tax-deferred compensation as between 
the self-employed and employes is a 
very difficult if not impossible con- 
cept, and that the legislation is di- 
rected solely to retirement plans, com- 
pletely disregarding other areas of tax- 
favored employe benefits. 

“Professional incorporation is no 
more than a matter of conformity to 
prevailing business organizations for 
administrative purposes. It is _ pre- 
sently, and has been for some time, 
the clearest avenue to employe tax 
treatment for professional people just 
as their business counterparts, both 
great and small, have enjoyed for 
years. It does not appear that profes- 
sional discipline will suffer. Individual 
qualifications and individual respon- 
sibility for professional conduct are 
spelled out in each of the new statutes. 
Professional corporations will be gov- 
erned by special statutes and will 
never fall under the general purview 
of the general corporation statutes, 
“Mr. Thore declared. 

The third member of the panel, 
Mr. Steinberg discussed estate plan- 
ning problems of professional men. 

These clients, Mr. Steinberg said, 
have some unique estate planning pro- 
blems since they go through long and 
costly periods of training, do not en- 
joy the opportunity of fast sudden in- 
creases in income as many other busi- 
ness men, have a shorter earning span 
and are virtually completely depen- 
dent upon their own abilities and 
talents. 

The plus-factor for professional men, 
Mr. Steinberg said, is that they in- 
variable increase in their income once 
they are on their way in their chosen 
fields, a fact which permits long 
range estate planning on the most 
favorable basis. Mr. Steinberg also 
covered the special estate planning 
problems of the young professional, 
the established professional and pro- 
fessional partnerships. 


Bankers Of De Raises 
Dividend Payments 17% 


Bankers Life of Des Moines has in- 
creased by approximately 17% divi- 
dend payments on ordinary policies, 
effective Jan. 1, 1962. Under the new 
schedule, the company will continue 
to pay interest at 4% on policy pro- 
ceeds left at interest and on dividend 
accumulations. 


Sept. Benefits Total 
$673.4 Million; Gain 
Amounts To $41 Million 


Benefits from life insurance and 
annuity contracts in September totaled 
$673.4 million, up $41 million, and 
total benefits for the first nine months 
amounted to $6,409,100,000, a gain of 
$431.1 million, according to Institute of 
Life Insurance. 

The breakdown of benefits for Sept- 
ember and for the nine months is as 
follows: 





SEPTEMBER 

1961 1960 

(000 Omitted) 
Death Benefits $287,200 $260,900 
Matured Endowments 52,800 50,900 
Disability Payments 10,400 9,600 
Annuity Payments 59,900 56,500 
Surrender Values 132,000 125,900 
Policy Dividends 131,100 129,500 
Total $673,400 $633,300 

FIRST 9 MONTHS 

1961 1960 

(000 Omitted) 

Death Benefits $2,681,300 »008,900 
Matured Endowments 521,800 504,400 
Disability Payments 98,900 91,900 
Annuity Payments 585,100 547,800 
Surrender Values 1,337,000 1,218,300 
Policy Dividends 1,185,000 1,106,700 


Total 


$6,409,100 $5,978,000 
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Gilbert W. Fitzhugh 


To Be Metropolitan 
Life Executive V-P 


(CONTINUED FROM PAGE 1) 
While in Canada he served on various 
committees of Canadian Life Insurance 
Officers Assn. 

Mr. Jenkins has been with Metro. 
politan since 1938 except for foy 
years’ army service. He became an ag. 
sistant vice-president in 1951, 3rq 
vice-president in 1956, 2nd vice-pregj. 
dent in 1959 and vice-president in jp. 
vestments in 1960. He is a trustee of 
Blair Academy, a director of Bloom. 
field College and a member of the 
Alumni Council of the Harvard Schoo] 
of Business Administration. He is op 
the school board of Glen Ridge, N. J, 
where he lives, and is active in other 
civic affairs there. 

Mr. Berry has since 1960 been vice. 
president and assistant general man- 
ager at the Canadian head office in 
Ottawa, where he joined the company 
in 1924. He is a past president of the 
Ottawa Board of Trade, a_ director 
of the Ottawa Community Chest and 
an advisory director of the Ottawa 
YMCA. He is an associate of Life Of- 
fice Management Assn. Institute. 

Mr. Neal, who since Oct. 1 has been 
2nd vice-president in the Pacific Coast 
head office, joined Metropolitan as an 
agent in Richmond in 1933, and was 
in the field sales organization until 
his recent appointment. He was placed 
in charge of the south central territory 
in 1953 and served in that capacity in 
the Atlantic Coast territory before 
going to the Pacific Coast head office 
as superintendent of agencies in 1959, 
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PORTRAIT 





SYMBOL OF 
ACHIEVEMENT 


The Loyalty Pin—proud- 
ly worn by more than 
200 Inter-Ocean agents— 
represents over 1600 years 
of service. It attests to 
the stability of the com- 
pany, to the spirit of faith 
and dedication reflected 
in fair dealing with asso- 
ciates, policy-owners and 
the public. With Inter- 
Ocean, you're in good 
company. Write for in- 
formation. 


Inter-Ocean 


INSURANCE COMPANY 
Cincinnati 6. Ohio 
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Eugene M. Thore Labels 
Inflation ‘The Social 


2 ® ’ 
Dynamite Of Our Times 
The most challenging problem facing 
the life insurance business today is in- 
flation, “the social 
dynamite of our 
time,” Eugene M. 
Thore, vice-presi- 
dent and general 
counsel of Life In- 
surance Assn. of 
America, told a 
meeting of Hart- 
ford Life Under- 
writers Assn. 
Following a re- 
port on develop- 
Eugene M. Thore ments of interest 
to the life insurance business in the 
recent session of Congress, Mr. Thore 
warned against the tendency of many 
Americans to accept creeping infation 
as a recognized fact of the country’s 
economic existence. He listed some of 
the problems arising out of this accept- 
ance, among which he included “buy 
term and invest the difference” advice 
and the replacement issue, both of 
which have their roots in equity in- 
vestments as a means of hedging 
against the shrinking value of the dol- 
lar. 
Problems Related To Inflation 


“The medical care for the aged con- 
troversy is related to inflation and 
soaring medical costs. In the pension 
field, competition from self-adminis- 
tered plans which offer equity funding 
is driving life companies into segrega- 
ted funding, with broad authority to 
invest the segregated pension accumu- 
lations in equities. Then there is the 
variable annuity development,” Mr. 
Thore said. 

“Inflation,” he stated, “has contri- 
buted to the numerous liberalizations 
in the social security act benefits. The 
tremendous pressure in 1958 and 1959 
to increase the federal income tax on 
the life insurance companies, indirectly 
on policyholder savings, was due in a 
large measure to the struggle to raise 
more federal revenue so that deficit 
financing could be avoided. No matter 
how you look at it, inflation is our most 
serious political problem. It is the so- 
cial dynamite of our time.” 


Chamber Meetings To Drum 
Up Grass Roots Opposition 
To Aged Medical Care Bill 


The U. S. Chamber of Commerce 
has tentatively scheduled some 10 to 
12 public meetings around the country 
that are designed to answer one of the 
important stands taken by the Ken- 
nedy administration at its recent series 
of regional meetings for public-medi- 
cal care for the aged tied to social 
security. 

Whereas the government meetings 
were set up to help promote public 
acceptance of the King-Anderson bill, 
the chamber’s proposed meetings are 
intended to build up grass roots oppo- 
sition to the measure. 


Bankers Life (Neb.) Holds Seminar 

Leading producers of Bankers Life 
of Nebraska gathered at Colorado 
Springs, recently for a four-day sem- 
inar. Each of the 55 agents attending 
earned the trip by qualifying over a 
15-month period. Requirements in- 
cluded a minimum volume of $550,000 
on at least 35 lives, together with per- 
sistency of 80% or more. 

The seminar, dealing with new and 
advanced underwriting techniques, 
featured home office representatives 
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and officials. Highlighting the program 
were appearances by George Cook, 
president, and James Lantz, sales vice- 
president, plus a series of detailed dis- 
cussions of life, health and group. 


National, Vt., Correction 


The item dealing with the appoint- 
ment of A. T. Hatch in the Nov. 18 issue 
was incorrect in several respects. Mr. 
Hatch was appointed general agent 
at Manchester, N. H., not Manchester, 
Vt., and the predecessor general 
agency, Burroughs & Hatch, was not 
a brokerage agency. 


Western Life, St. Paul, 
Has New GR Life, 
Medical Expense Plan 


Western Life of St. Paul has a new, 
guaranteed renewable for life, medical 
expense plan for individuals or fam- 
ilies. 

Offering hospital room and board 
payments up to $25 per day for 365 
days, the plan also affords 20 times the 
room and board benefit to cover mis- 
cellaneous hospital expenses. Premium 
rates may be reduced through optional 
deductibles of $25 and $50 which apply 


only to the miscellaneous expenses. 

Surgical schedules of $200, $300 or 
$400 are available along with a special 
benefit for the anesthesiologist. Other 
features include a polio benefit of 
$10,000, optional in-hospital medical 
expense coverage, first aid coverage 
in the event of accident and maternity 
benefits. ; 
Covers Mental Disorders 

The new plan offers coverages that 
cannot be reduced or changed because 
of change in physical condition or oc- 
cupation. In addition, the plan provides 
coverage for nervous or mental dis- 
orders. 








his own boss. 





Does a Life Insurance Agent 


have the 


CHANCE FOR 
ADVANCEMENT? 


A young man may come into the business of life insurance selling 
because he sees many advantages not available to his friends in other 
fields of endeavor. 


One thing he likes is the freedom and flexibility in choosing the 
hours he’ll work and the people he’ll deal with. He’s glad to be 


There’s another plus-factor in a life insurance sales career that 
especially appeals to him...the opportunity to make money in 
direct proportion to accomplishment. 


Successful as he might be in selling life insurance, an agent may 
one day ask himself... ‘Where do I go from here? How can I 
get ‘promoted’?” 
If he demonstrates the interests, aptitudes and abilities for a job 
that is not so much a move up... as a move in a different direction, 
he can become a general agent at General American Life. But he 
must recognize that he gives up some of his freedom to do so. 
A general agent has to take others into account in planning his 
time and achieving his goals. 
Genuine advancement for an agent lies in becoming a better sales- 
man, a more knowledgeable life insurance counselor than ever 
before. He can “promote” himself by qualifying for company 
honors, the National Quality Award, and the Million Dollar Round 
Table. And he can enjoy satisfactions like delivering a claim to a 
grateful family... and being introduced as “my life insurance 
man” by a valued client... and steadily increasing earnings. 


A statement of philosophy and practice of 


GENERAL AMERICAN LIFE 


ca. COMPANY 


ST. LOUIS 
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Editorial Comment 


Consequences Of Knox-Anderson Case 


The great length of the federal court they consciously think of them as fidu- 
of appeals opinions released Monday in ciary in character. But whether a 
the famous Knox-Anderson case pre- legally binding duty would really work 
cludes anything like a considered ap- out to be in the public interest is a 
praisal, at this point, of the significance very broad question, and one that we 
of this decision upholding the Hono- are not prepared to answer. For one 
lulu federal court’s $25,809 award thing, it could bring on a wave of mal- 
against an agent on the ground that he practice suits, most of which would be 
failed to live up to his obligations in without merit, yet costly to defend and 


selling and financing a bank-loan life 
insurance plan. 

Since Monday’s decision involves 
only the issue of misrepresentation, it 
should theoretically cause little trouble 
in the life insurance business. Misre- 
presentations, misleading statements 
and incomplete comparisons are gen- 
erally illegal and should be punished. 
The assessment of damages against 
Agent J. Leland Anderson may or may 
not have been unduly harsh, but no 
one can rightly object to the awarding 
of damages where the evidence of mis- 
representation is conclusive. At most, 
a decision based solely on misrepresen- 
tation can result, through publicity, 
in encouraging more policyholders and 
their lawyers to sue in situations where 
they thought the agent had misrepre- 
sented. 

Although the Honolulu district court 
decision seemed to impose a fiduciary 
duty on the agent, the appeals court 
specifically avoided this point, saying 
“We find it unnecessary to inquire 
whether a fiduciary relationship did 
exist between Anderson and Knox. We 
assume that it did not.” Nevertheless, 
at a quick reading, the appeals court 
opinion seems to push the agent-buyer 
relationship toward the fiduciary end 
of the scale, but it will take careful 
analysis of the 48 printed pages of the 
opinion to determine how much effect 
its philosophy can be expected to in- 
fluence life insurance selling in the 
ninth circuit and perhaps eventually 
elsewhere. 

Offhand, it might appear a good 
thing for the public to have the agent 
held to the higher standards that apply 
to a fiduciary. Certainly many agents 
habitually apply these standards to 
to their own conduct, whether or not 


harmful in publicity. 

In the meantime, we can take some 
consolation from the fact that Monday’s 
court of appeals decision is binding 
only in the ninth circuit, which covers 
Alaska, Arizona, California, Hawaii, 
Idaho, Montana, Nevada, Oregon, 
Washington, and Guam. Federal dis- 
trict courts in other jurisdictions will 
presumably give weight to the ninth 
circuit’s decision if they have similar 
cases, but they needn’t follow it unless 
their respective circuit courts do—or 
unless the Supreme Court agrees with 
the ninth circuit. Presumably the Su- 
preme Court will not act unless there 
should be a conflict between one cir- 
cuit and another, although even then 
there would be no compulsion on the 
top court to resolve the deadlock.— 
R.B.M. 





Personals 


Maurice Linder, Travelers, New 
York, has been named chairman of a 
committee of life insurance men who 
will participate in a special drive for 
long-term support of United Jewish 
Appeal of Greater New York through 
charitable trust arrangements, insur- 
ance policies, banquets and other 
means. 


Mrs. Irene McKay, executive secre- 
tary Los Angeles Assn. of Life Under- 
writers, was married in the First 
Methodist Church of Baldwin Park, 
Cal., to Sidney Fancher of the San 
Diego Union. The new Mrs. Fancher 
was for a number of years executive 
secretary of Texas Assn. of Life Un- 
derwriters and later joined American 
Founders Life of Austin as director 
of publicity and public relations. She 


UNDERWRITER 


has announced her resignation as ex- 
ecutive secretary of LAALU effective 
February of next year. 


A. Herbert Nelson, president A. Her- 
bert Nelson & Co., insurance underwri- 


Northwest mortgage loan oifices 
Seattle, died of a heart attack. He 
been with the company since 1937 an 
had been regional manager 
1949. 
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Hospitals Receive First 
Health Council Newslette; 


Administrators of virtually al] Vol. 
untary short-term hospitals in the 
United States have been sent the 
issue of a newsletter on health ingy. 
ance published by Health I 
Council. Entitled “Health I 
Report,” the letter serves as a jj. 
monthly review of progress by ingy. 
ance companies in financing heal, 
care. 

In addition to administrators, th 
letter is being distributed to hogpity 
accountants, national, regional ay 
state hospital associations, metropgj. 
tan hospital councils, and to the jp. 
surance business. 

The first issue points out the ey. 
nomic relationship of hospitals and jp. 
surance companies, noting that lag 
year some $4 million a day in ingy. 
ance company benefit payments wen; 
to hospitals for patient care. 

Also described in the newsletter ar 
the important characteristics of 
individual and family health insurance 
written by companies. Future issug 
will analyze health insurance pr. 
grams and trends and their signifi. 
cance to hospitals, patients and insyr. 
ance companies. 





ters, Minneapolis, a director of Luth- 
eran Brotherhood Life and Security 
Life of Minneapolis, and a former com- 
missioner of Minnesota, combined 
attendance at this week’s meeting of 
National Assn. of Insurance Commis- 
sioners at Dallas with his honeymoon. 
Mr. Nelson married Mrs. C. Eleanor 
Petersen last Friday at Central Luth- 
eran Church in Minneapolis. The Nel- 
sons will make their home in Hudson, 
Wis. 

Henry Gasser, art director of Pru- 
dential, has just opened a one-man 
art show at the Grand Central Gal- 
leries in the Biltmore Hotel, New York. 


Deaths 


CHARLES M. TOWN, 70, retired 
vice-president and treasurer of Penn- 
sylvania Mutual Life, died. He joined 
the company in 1919 and retired three 
years ago. 


MELVIN F. FROH, 48, in charge of 
A&S claims for Kemper group at Chi- 
cago, died in a hospital in Evanston. 
Mr. Froh had served in claims, pro- 
duction and sales positions with the 
Kemper organization since 1945. 


ERNEST S. AYDELOTT, 59, re- 
gional manager of Prudential’s Pacific 


Health Insurance Assn. 


Brings Out New Directory 


The 1961-62 directory of Health In- 
surance Assn. of America has been 
published and is being distributed to 
member companies. The 116-page 
booklet includes a list of association 
members, the names and _ affiliations 
of the board of directors, the names of 
staff members of the association and 
Health Insurance Institute, the stand- 
ing committees of the association and 
their members, the HIA constitution 
and other information. 

Company members of the association 
now total 284. 


Detroit Health Plan Raises 


Rates, Broadens Coverage 


Community Health Assn., the health 
care plan sponsored in the Detroit area 
by the CIO local, is increasing its rates 
and broadening coverage. The new 
rates, effective Jan. 1, will be $8.9 
for single subscribers, $21.50 for a cou- 
ple, and $23 for families. These com- 
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pare with the current scale of $8, $18.80 
and $20.60. 

The term of maximum hospital care 
will be extended from 120 to 365 days 
Care up to a total of $250 will be al- 
lowed in emergency medical or sur- 
gical cases in non-affiliated hospitals. 
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N.Y.C. Agents Donate Gudmundsen 
Volume To Three Local Libraries 

As part of its 75th anniversary cele- 
bration, New York City Life Under- 
writers Assn. has presented copies of 
John Gudmundsen’s book, “The Great 
Provider: The Dramatic Story of Life 
Insurance in America,” to the New 
York City, Brooklyn and Queens pub- 
lic libraries. The presentation was made 
by Margaret F. Carlsen, Equitable So- 
ciety, chairman of the association's 
anniversary library committee, at 
luncheon attended by Mr. Gudmund- 
sen. General chairman of the annivet- 
sary committee is. George P. Shoema- 
ker, Provident Mutual Life. 
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<< Comments On The Insurance Field 

wager From The Investment Dealer’s Chair 

an By LEVERING CARTWRIGHT 

irst Cartwright, Valleau & Co., Board of Trade Building, Chicago 

rsletter The insurance stock list tilted downwards last week for a change, although 

lly all w.| there were some strong points. Most of the retreat came Friday when the 

als in the | Big Board was going strong. Profit taking accompanied by professional 

nt the fin | selling by traders is probably the explanation. 

2alth ingy, Conn. General Life plummeted 24 points for the week, down to the point 
Insurang (296 bid) at which it bottomed following announcement of its Aetna Fire 
Insurang | program. Aetna was off 3. 

aS a bh. Feature of the week on the upside was Kansas City Life, which at 2950 bid, 

3 by ingy. | was higher by a cool 225 points. Monumental Life broke into the 100 range 

ing heal | and closed at 103 bid, up 8. Jefferson Standard became almost a $100 item 





and went to 98 bid. Gulf Life was all buyers and at 50 was up 6. Life & 
Casualty was strong and some 2 points higher. 

Aetna Life was down 3, Lincoln National 6 and Travelers 9. Franklin Life 
was minus 4, B. M. A. slid 15 after its recent fast runup. 

Ins. Co. of North America tumbled 4 on the American Stock Exchange. 
Reliance Insurance was off 2. Other losers in the fire-casualty list included 
General Reinsurance 5, Great American 4, Hartford Fire and Home 2% each, 
Northern 2, U. S. F. & G. 4. 


ety a ces 

Bucking the downtrend were Employers Group, plus 1%; Glens Falls, 1; 
Hanover 134; New Hampshire 3, Northwestern National, 3. 

Kentucky Central Life & Accident developed strength in the after market. 
(There had been a 400,000 share offering.) It was being aggressively retailed 
and got as high as 18, ex-dividend 20 cents. The issue was released at 14%. 
Lincoln Liberty Life retreated about 2 points to 13. This action followed the 
recent 200,000 share offering at 94%. Lincoln Income Life was all on the bid 
side at 2514 on the eve of the release of 45,000 shares of estate stock. 

North American Life of Chicago advanced rapidly on announcement of the 
proposed 10% stock dividend and went as high as 33, up about 4 for the week. 
United of Chicago also kept going, to 79 bid, up 16 points from recent levels. 
There was considerable activity in Pioneer Life & Casualty, following con- 
summation of its. acquisition of Home Owners Life of Fort Lauderdale. It 
closed the week at 11 bid, up about 1% points. Ohio State Life was wanted 
again and recovered to 69 bid, an improvement of 3. 

Word that St. Paul F.&M. has acquired Birmingham F.&C. caused inquiries 
on stock of the latter. However, this is closely held and there was no stock 
available. It has been quoted nominally in the past few months at 24 bid. 

Bankers National Life took off this week in spectacular style rising 10 
points to 74 bid and Banlife Corp. was up about 130 points to 530. 


NAIC Winter Meeting Has Full Agenda 


(CONTINUED FROM PAGE 1) ment is made cannot reconstruct the 
records compiled by electronic com- data on which the statement was made 
puters. New rules and regulations are if machines were used, Mr. Horowitz 
needed in this area, he said. Manage- said. The tapes and cards that went 
ment depends on the machines to pro- into the statement don’t supply an- 
vide information, but how are exam- swers as to what went into the tapes 
iners to verify the results? Should and cards. He wondered whether a 
they sort the millions of punch cards? state examiner could tell a company in 
Should they accept the machine re- advance what will be wanted so that 
sults with their “built in controls”? data could be prepared especially for 
An examiner going into a company an examination. It couldn’t be done 
nine months after the annual state- for a zone or convention examination, 


he admitted, because it would be im- 
Stocks 


proper. for a home state man to make 
By H. W. Cornelius of Bacon, Whipple & Co., 


such preliminaries. 
135 S. LaSalle Street, Chicago, Dec. 5, 1961 








records don’t apply in the same man- 
ner to electronic data processing, Mr. 
Horowitz noted. He favors some new 
and satisfactory regulations. 


Rules for saving and: destruction of 
Bid Asked Preliminary data on a survey of 






















Aetna Life - Feat state examination requirements were 
American General .............. 89 92 touched on by Director Joseph Ger- 
Beneficial Standard ........0.s00 47 49 ber, of Illinois, whose department 
ao es Assurance ........ 105 110 worked up the material. 

. MN States veces: 122 128 
Commonwealth Life .......0.:.::000000 64 66 Mr. Gerber commented that he was 
Connecticut General... 302 308 «=amazed at the differences between 
creeetel Assurance = a states in examination laws. He sug- 
Great Southern Life 142 147 «gested the examinations committee 
Gulf Life 50% 53  #might like to have the survey made 
— ay we 98 102. in more detail as a start towards help- 
i a-cee 33 ga ing states determine how best to uti- 
Life Of Virginia o..cccccscssecccsscsssseses. 123 130~=©lize their examination manpower in 
heey agra LifC oreseeseessene = 187 view of the tremendous growth in 
North American, Gi" "ga, 7g, DUMber of companies and size of the 
Ohio State Life... 67 72 insurance business. 
Old Line Life oes 180 200 The meeting of the variable annuity 
+ er sagoard DOS ic eneeneesenees ss 2 subcommittee, presided over by W. 
Southland Life ween, 08 «Ba. Harold Bittel of New Jersey for Com- 
Southwestern Life ecccmeescsocon 146 151 missioner Charles Howell, had no for- 
ttegaal me 175 mal agenda and lasted about 15 min- 
U. gh bo oa utes before going into executive ses- 
Washington National ............000.... 79 82 sion. ’ 
Wisconsin National Life ................ 62 65 NAIC has a study of state laws re- 
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lating to variable annuities, Mr. Bittel 
reported, and he wondered if it would 
be in order for NAIC to work on a 
model bill in this field. Commissioner 
Douglass Sears of Maryland thought it 
would be premature. He suggested 
waiting at least for the SEC decision 
on the Prudential case. John Marsh of 
Variable Annuity Life commented that 
any action by the SEC is entirely in- 
dependent of NAIC action—the two or- 
ganizations are dealing with different 
laws and different purposes. Mr. Marsh 
believes it would be helpful to SEC if 
NAIC could offer uniformity in this 
field. H. Van B. Cleveland of John 
Hancock hoped that any model law 
would include the problem of segregat- . 
ed accounts for pension funding, but 
Mr. Bittel remarked that this was get- 
ting the cart far ahead of the horse, 
since it wasn’t even decided that a mo- 
del law was in order, but if it were in- 
dustry would certainly have full op- 
portunity to be heard. 

The report of the subcommittee 
recommends that at the June meeting 
the subcommittee present to NAIC a 
statement of recommended principles 
to be observed with respect to variable 
annuities and segregated accounts in 
the field of pension funding “as a pre- 
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liminary to the drafting of model legis- 
lation in this field.” 

The conflict of interest subcommit- 
tee, with Charles Howell of New Jer- 
sey as chairman, ran its meeting to a 
packed house. It was probably the 
largest turnout ever for an NAIC 
subcommittee meeting. All segments 
of industry were on hand; the crowd 
exceeded 500, with about 200 persons 
standing. 


Yes Or No Answer 


The 1961 annual statement blank 
will contain an _ interrogatory on 
whether the company has a plan for 
handling conflict of interest situations. 
This calls for a yes or no answer. The 
subcommittee has asked an industry 
advisory committee to determine if it 
would be possible to adopt an SEC 
type of approach to conflict of interest. 
W. Lee Shield of American Life Con- 
vention, chairman of the industry 
group, said no. The SEC rules are de- 
signed for public disclosure having to 
do with stock transactions and the in- 
terest of persons concerned.with that 
stock. The insurance rules are not pub- 
lic, they have to do with company em- 
ployes and their responsibility to the 
directors. But, Mr. Shield commented, 
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insurance can be more discriminating 
than the broad but inflexible rules of 
SEC. 

Mr. Shield said his committee had 
no recommendation for model conflict 
of interest rules. It was felt that no 
model code would cover all types of 
companies in all states. For example, 
in the casualty business, an adjuster 
may own an interest in a garage to 
which he directs repair business. The 
question is one of internal procedure 
and thus is in the province of the home 
state commissioner, he said. The com- 
mittee feels the commissioners should 
wait to see how best to evaluate the 
answers to the interrogatory. 

Thomas Thacher of New York ob- 
served that SEC uses a form of dis- 
closure as a public record. Insurance 
shouldn’t neglect the possibility of 
adopting a technique of minimal dis- 
closure of core data; it is a therapeutic 
measure. He said he hopes the indus- 
try committee will consider further the 
use of a technique of disclosure in the 
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annual statement as a supplement to ommendation as to which to adopt. In LIA, held that the fundamental pring). 


what is done at the company board 
level. 

The critical problem, Mr. Shield re- 
plied, has been not to discourage re- 
sponsibile people from serving on in- 
surance boards. The problem should be 
handled, he stated, by the directors and 
not by public disclosure in the state- 
ment. 


Resolution By Directors 


Ambrose Kelly of the Factory Mu- 
tuals said his organization treats the 
problem by means of a resolution by 
the directors which includes adoption 
of a statement of what constitutes 
conflict and provides for compliance 
by affected employes. Much has al- 
ready been accomplished by calling at- 
tention to the problem, Mr. Kelly de- 
clared. 

Mr. Berry said company executives 
are anxious to meet this issue. Samples 
of all type of plans were sent to board 
members, but the board made no rec- 
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LIFE INSURANCE ACCOUNTANT 


We are a medium-sized life insurance company 
located in the northeastern part of the United 
States. The individual we are seeking will be 
working with the Treasurer of the Company. He 
should have at least five years experience in 
life insurance accourting with a strong back- 
ground in investment accounting and annual 
statement work. All fringe benefits are avail- 
able. Our employees know of this advertise- 
ment. Please submit complete resume including 
salary requirements to C-27, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 
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assuming control of Agency Dept. of com- 
pany in all of its phases. 

Do not apply if over age 35. 

Send complete resume in first contact to 
P.O. Box 61, Grand Junction, Colorado. 
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Arizona, Colorado, Florida, Illinois, § 


MERGER 


OPPORTUNITY 


Successful, profitable Texas Life Company with 
adequate surplus ready to enter additional 
states will merge with life company up to four 
states distant on equal fair valuation basis. 
Management, other personnel also wanted. An 
unusual opportunity for you and your company. 


T.C.V. SEDGWICK COMPANY 


Confidential Insurance Company Mergers 
In business since 1921 


LA 6-3829 3100 McKinney, Dallas !, Texas 





all the insurance plans he has seen, 
no attempt has been made to limit dis- 
closure to a minimum, Mr. Berry said. 
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ples of insurance are violated and the 
public interest is not served by any 
type of group insurance arrangemey 


Moses Hubbard of the Commercial which in lieu of provisions for the cyp, 


Travelers organization said his group 
used the suggested plan of the New 
York department. None of the com- 
panies was reluctant to adopt it. 

Angry words were spoken and strong 
feelings evident in the debate Monday 
at the meeting of the subcommittee on 
cost plus-stop loss-no claim reserve 
group insurance. Both sides appeared 
to have such definite positions that 
whichever way the subcommittee went 
would be the signal for the loser to 
raise the issue anew, but the advocates 
of this new type of group plan lost out 
and took their defeat in good grace. 
The subcommittee submitted a resolu- 
tion to the parent life committee call- 
ing for use of a set of principles in the 
approval of group life and group A&S 
contracts as follows: 

1. That all terms of the agreement 
between the insurance company and 
the purchaser be clearly expressed in 
the contract. 

2. That any provisions relating to 
cost plus or stop loss features shall not 
be unfairly discriminatory. 

3. That care shall be taken to avoid 
misrepresentations regarding ultimate 
cost to the purchaser or regarding rela- 
tive cost in comparison with other 
plans. 


Payment In Advance 


4. That provision shall be made for 
payment in advance subject to the 
grace period of premiums adequate to 
cover the expected cost to the insur- 
ance company for the period to be 
covered. 

5. That the company shall at all 
times hold regular reserves equal to 
the expected cost of losses which may 
be incurred prior to the next premium 
due date. 

6. That the company shall hold claim 
reserves adequate to meet outstanding 
losses previously incurred, whether re- 
ported or unreported. 

7. That reserves shall not be reduced 
or offset by promises of the purchaser 
to make reimbursement or other pay- 
ments to the insurance company after 
losses have been paid or incurred, un- 
less such promises are in a form that 
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Will purchase entire company or controlling 
interest. Completely confidential negotiations 
with principals only. Write C-42, National Un- 
derwriter, 175 W. Jackson Blvd., Chicago 4, Ill. 
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— You must be a proven high grade pro- 
§. ducer who has both the ability and the 
desire to build your own production § 
organization but who lacks the imme- § 
' diate capital to do so. f 


SALES EXECUTIVE AVAILABLE 
Age, 40. Fifteen years experience: Personal 
Production, Management, Agency Director. 
Presently located in Southwest but willing 
to relocate if job offers growth potential. 
Write C-43, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Ill. . 
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Our representatives know of this ad. 
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FLORIDA 


Supervisory opportunity in Life Insurance. Po- 
sition offers stepping stone to General Agency 
work with top mutual company. If interested, 
forward resume which will be treated confi- 
dentially, to P.O. Box 11120, St. Petersburg 
13, Florida. 
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can be accepted as admitted assets in 


accordance with regulations adopted 
by the NAIC as set forth in instruc- 
tions for the preparation of annual 
statements or in the report of the 
committee on valuation of securities, 
or elsewhere. 

That subcommittee proposal was of- 
fered to the life committee Wednes- 
day. By then the protagonists in the 
issue—Lincoln National vs American 
Life Convention and Life Insurance 
Assn. and Health Insurance Assn.— 
had had enough. They had spoken 
their pieces three times, and force- 
fully each time. They seemed content 
to let the final decision come from the 
parent committee, and the subcommit- 
tee offered its report with the comment 
that it had put long hours and con- 
siderable deliberation into its resolu- 
tion and was not of the feeling that 
anything in it should be changed. Ac- 
tion by the life committee was not 
known at press time. 

William Timmons of Iowa is chair- 
man of the cost plus, etc., subcommit- 
tee. He opened the subcommittee meet- 
ing Monday by recognizing Albert 
Pike, actuary LIA, who offered a reso- 
lution condemning the no claim reserve 
feature of the Lincoln National plan, 
stating that the argument is not with 
the stop loss or cost plus questions. The 
resolution, which had been adopted by 
the joint group committee of ALC and 





rent payment of premiums by 

policyholder for anticipated incurred 
claims, (A) provides instead that pojj. 
cyholder payments, substantial in 
amount for such anticipated incurrg 
claims, be made as of or after ¢ 

payments are made; (B) provides thg 
the amount of such late policyholder 
payments is dependent upon the 
amount of claim payments, and (() 
makes the promise to pay such late 
policyholder payments the only syp. 
stantial obligation of the policyhelde 
with respect to all of or a significan 
part of incurred but unreported claims 
Such a plan leads to misunderstanding 
and NAIC should take appropriate re. 
medial action, the associations urged, 


Leads To Misrepresentation 


Mr. Pike explained that under the 
Lincoln National plan there is no 
money in the hands of the insurance 
company with which to put up reserves 
unless it is taken from surplus. This 
leads to misrepresentation as to the 
true cost of an insurance plan. It is q 
fundamental of insurance, he argued, 
that it be pre-funded. If the company 
‘doesn’t get its money in advance, 
there is the possibility of policyholder 
bankruptcy in which case the insurer 
would never get its money. The plan, 
he continued, degrades the insurance 
process and undermines public confi- 
dence in insurance ‘and reduces the 
group business to an unsound basis, 
LIA has 110 to 120 member companies, 
and they are overwhelmingly of the 
opinion that the no claim reserve plan 
is a bad thing. The trustees of group 
plans want to invest the money them- 
selves rather than to let the insurers 
do it. Mr. Pike observed that it was 
for just such activity that Congress 
investigated uninsured health and wel- 
fare plans several years ago. 

A. N. Guertin of ALC said his or- 
ganization’s executive committee op- 
poses the no claim reserve idea. Pre- 
funding is essential to insurance, he 
said, and no pre-funding leaves the 
buyer in the dark as to his true insur- 
ance cost; it leads to misrepresentation; 
it leads to misunderstanding, and it 
violates insurance principles and is not 
in the public interest. 


Danger In Resolution 


The industry people and commis- 
sioners were given a shaking up by 
M. A. Cornell of National Conference 
of Health & Welfare Plans (an organi- 
zation of trustees of plans and of those 
retained to manage them), who de- 
clared there is danger in the LIA-ALC 
resolution in that it would not ac- 
complish its objectives in the area of 
the larger ‘group plans. Mr. Cornell 
appeared at the Philadelphia meeting 
and said he regretted that afterwards 
industry didn’t see fit to meet with his 
organization to talk over the issue. 

Adoption of the LIA-ALC resolution 
will lead to a movement toward self- 
insurance, Mr. Cornell said, adding 
the observation that many service of- 
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tions for such plans are not 
under department jurisdiction. His or- 

tion wants group welfare plans 
set up On a sound basis, Mr. Cornell 
said. But the difficulty is not with 
adequacy of reserves but with who 
handles them and reaps the benefits 
of the investment income. A negotiated 
health and welfare trust has as its only 
purpose that of fulfilling a contract to 

y, and it wants to do it at the lowest 

ible cost so that beneficiaries get 
the most for their dollar. 

Mr. Cornell asserted that large buy- 
ers of group insurance don’t have a 
very high opinion of insurance. The 
feeling is nearly 100% that there is 
no insurance relationship between 
trusts and the insurance industry. The 
deposit premium often is too low, he 
charged, and the welfare trust has to 
pay an increased rate in a system 
by which the trusts feel the companies 
are amortizing their first year losses 
in the second year. Large trusts, he 
declared, are represented by top at- 
torneys and use top investment con- 
sultants. They are capable of manag- 
ing their own affairs. They are not 
deceived by the insurers saying they 
are fully reserved business. 

Commissions, taxes and expenses 
are all loaded into the deposit premium 
before the money is used, Mr. Cornell 
stated, but responsible management 
has the right to hold its own funds 
until the money is needed. The no 
claim reserve plan permits this. It is 
better than an interest free loan by the 
insured to the insurer on which the 
insurer gets all the benefits. And, he 
concluded, welfare trust management 
is not so gullible as to be subject to 
misrepresentation by an insurer under 
ano claim reserve plan. 

C. Manton Eddy, Connecticut Gen- 
eral, chairman of the LIA-ALC joint 
group committee, said the proposed 
resolution was decided upon after full 
deliberation. It did not represent un- 
animity, but it was the preponderance 
of thought. If it is all right to write no 
claim reserve group welfare insurance, 
why wouldn’t it be all right for pen- 
sion business? Yet it has been decided 
such should not be done in pension 
as not being prudent. And the issue 
here, he declared, is that of prudence 
in setting up reserves and pre-funding 
liabilities and holding adequate re- 
serves in the hands of insurance com- 
panies. The LIA-ALC resolution asked 
the NAIC to support such a principle 
and give it moral persuasive force. 

Mr. Eddy said to Mr. Cornell that 
insurance company expenses aren’t 
too high; that reserve funds in the 
hands of insurance companies provide 
an income that keep costs low; that 
‘sometimes in the throes of competitive 
bidding a quote may be on the low 
side, but by and large the insurers 
have learned that if the cost is going 
to be $2 it is better to say it. 

Allen Steere of Lincoln National 
Life, called upon by Mr. Timmons to 
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offer his company’s side and introduced 
as a “champion of lost causes,” said 
Mr. Eddy sought to maintain tradition 
and the status quo. Lincoln National, 
he added, has sufficient reputation and 
standards of integrity to believe it 
isn’t working against the public inter- 
est. 

The difficulties of no claim reserve 
premium arrangements have _ been 
over-emphasized, Mr. Steere stated. 
The resolution, he noted, would en- 
courage premium regulation; a new 
thing to life insurance. Lincoln Na- 
tional feels that a problem which has 
aroused so much interest must be sup- 
ported by some merit on both sides. 
Mr. Steere offered a formal set of 
procedures devised by his company 
which he said he hoped would form 
the basis for an acceptable solution. 

1. In the case of a contract issued 
to an employer of sufficient size and 
stability to warrant consideration for 
issuance of such a contract under 
Lincoln National’s regular underwrit- 
ing rules, the company would incor- 
porate the cost plus method of premi- 
um collection and a stop loss feature 
(a provision that with respect to any 
one policy year the total premium 
would not in the aggregate exceed a 
predetermined amount per employe), 
but would collect the incurred claim 
reserve in regular monthly installments 
during the first policy year, this 
amount to be equal to the full re- 
serve normally held in cases of this 
size and nature. The usual incurred 
claim reserve would be held during 
the life of the contract. 

2. Where a Taft-Hartley trust is 
formed between representatives of 
management and labor, the incurred 
claim reserve would be collected in ad- 
vance but would be placed in escrow 
under an agreement acceptable to Lin- 
coln National and which would give 
the insurer and the trustees joint 
control. The securities in the escrow 
account would be required to be of a 
type eligible for life insurance com- 
pany investment. . 

3. In an exceptional case, and only 
with approval of the commissioner of 


the state involved, the company would 
consider return of the incurred claim 
reserve to a large employer in a stable 
industry with national credit standing 
acceptable to Lincoln National’s in- 
vestment department in exchange for 
an acceptable promise in writing which 
would definitely establish the respon- 
sibility of the employer for future pay- 
ment of an amount equal to the in- 
curred claim reserve, the promise 
leaving no doubt as to the nature of 
or necessity for the indebtedness. 

4. Lincoln National would not use the 
cost plus method of premium account- 
ing for the life portion of the risk in a 
state where there is statutory require- 
ment for minimum premiums which 
would be in conflict with the cost plus 
method. : 

Mr. Steere commented that there 
are people in the health and welfare 
business and there are corporate in- 
surance buyers who don’t like the fact 
that, in their opinion, the premiums 
in their plans are redundant. They 
don’t like the traditional way and 
they don’t have to buy the insurance 
product. Lincoln National feels that 
the best interest of the life business is 
served by meeting the needs and de- 
sires of these buyers. Mr. Steere urged 
that NAIC not be in a position of 
stopping innovation. And, he concluded 
when innovation is tried the industry 
shouldn’t tar and feather the innova- 
tor with emotional arguments. 

S. D. Juliani, Aetna Life, Milton Ellis, 
Metropolitan Life and B. M. Anderson, 
Connecticut General, also commented 
on the plan. 

Queries by Mr. Timmons as to his 
reaction to part two of the Lincoln 
National proposal, Mr. Eddy said that 
the fundamental principle is that life 
companies must see that reserves are 
adequate and be in possession of as- 
sets behind their reserves. With joint 
control the company has just one vote. 
If more money is to come to the in- 
surer, the company must get two votes. 

Mr. Eddy said he doesn’t quarrel 
with the idea that there may be new 
procedures. If it is believed on one 
hand that an employer or trustee 





should assume collection, management, 
investment of funds, that is OK, but it 
is derogatory to insurance—it isn’t in- 
surance. Insurance is sold to the pub- 
lic because of what it has to offer, 
with reserves built up today to pay 
losses of tomorrow. Joint control takes 
away too much from the insurer. He 
urged the general position of NAIC 
be in opposition to removal of control 
of reserves from an insurance company 
as not in the public interest. The broad 
spectrum of the industry feels this 
way, that the no claim reserve plan 
is not a good thing as a way of life. 

Mr. Cornell said the Lincoln National 
proposal is acceptable to his organiza- 
tion. His group takes the position that 
funds not used to pay claims are poli- 
cyholder funds and should be returned 
to the policyholder. It is reasonable, he 
added, that investments be restricted 
to types permitted to insurance com- 
panies. 

Mr. Steere explained that transfer 
of funds into an escrow account was a 
device to protect solvency. Solvency 
was the big issue raised at the earlier 
debates on the question, so he ex- 
pressed surprise that Mr. Eddy didn’t 
like the plan. 

Mr. Eddy replied that control and 
investment of assets should be in the 
hands of the insurance company. Mr. 
Cornell seeks lowest cost in the open 
market, with money used for the bene- 
fit of the insured group without dilu- 
tion. But control of assets by insured 
is not needed to achieve this—and 
feeling it is needed “is completely 
derogatory to the integrity of the in- 
surance business.” When needed, re- 
serves will be used for the benefit of 
insured and not taken’ elsewhere. 
Usually, Mr. Eddy declared, claim re- 
serves are underestimated, with health 
costs on the increase. There is no need 
to detach assets from insurer control 
to protect the public, and insurance 
has failed if it is so believed. 

Mr. Steere pointed out that Lin- 
coln National doesn’t believe the es- 
crow plan removes control. The dif- 
ference here isn’t great enough to 
cause such controversy, he said. 
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MEET MR. ALBERT PICK, JR., distinguished client of Nationwide Group Insurance. As president of the Pick Hotels 
Corporation, Mr. Pick directs the complex affairs of one of America’s best-managed chains, consisting of 33 
hotels and motels in 30 cities. A progressive-minded company, Pick Hotels rely on America’s most progressive 
insurance organization—Nationwide—for their group coverage. Again this year, a Nationwide atenn health and 
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